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Pacific Mutual Life Sen, Williams To Seek Amendment 
Barring Bank-Loan Tax Deductions 


Completes Non-Can 
Benefit Restoration 


Pays All Beneficiaries 
Ahead Of Schedule To 


Speed Mutualization 

Pacific Mutual Life, after nearly 22 
years and an expenditure of $31 mil- 
lion, has completed full and final re- 
storation of deferred benefits on the 
non-can disability income policies is- 
sued by the old company which were 
reinsured by the present company on 
a reduced benefit basis. Checks have 
gone out to the beneficiaries making 
payment complete. Monthly indemnity 
will now be payable at the full rate 
provided in the original policies. 

A letter has gone out to all policy- 
holders over the signature of President 
Asa V. Call stating that this goal has 
been attained and conveying thanks 
from the board and the management 
for the confidence shown by the pol- 
icyholders continuing to pay premiums 
despite the fact that benefits were on 
a reduced basis. ; 

The restoration action paves the way 
for complete mutualization of the new 
company at an even earlier date than 
anticipated, since 1973 was the esti- 
mated time for the now-accomplished 
full payment on the non-can policies. 

When the new company was incor- 
porated in 1936 by the California in- 
surance commissioner as conservator 
of the old company, one of the pro- 
visions of the reinsurance and rehabil- 
itation agreement was that the mu- 
tualization, if approved, would not af- 
fect the restoration of benefits of the 
non-can policies of the old company. 
When this was finally accomplished, 
then a price would be determined to 
be paid on the mutualization. 

Since all litigation, which ran 
through the state courts and twice 
was carried to the Supreme Court, by 
the shareholders of the old company 
and some owners of the non-can pol- 
Icles, has been disposed of, and the 
mutualization plan has received the 
approval of the commissioner, the pol- 
icyholders and directors, all that would 


WASHINGTON—Sen. Williams of 
Delaware, Senate finance committee 
member and lead- 
ing congressional 
opponent of loan- 
financed plans of 
buying life insur- 
ance, will ask the 
committee to 
amend the techni- 
cal amend- 
ments bill, HR 
8381, so as to deny 
the tax-deductibil- 
ity right on inter- 
est paid to buy fi- 
nanced life insur- 
ance. 

At a hearing of the committee Sen. 
Williams indicated he favored such an 
amendment. Later during the hearing 
some of his questions and observations 
on the testimony of J. Milton Edelstein, 
Connecticut Mutual, Chicago chairman 
of the legislative committee of Assn. 
of Advanced Life Underwriters, caused 
friends of the bank-loan type of plan 
to think Sen. Williams had been per- 
suaded to recede from the extreme 
opposition he had expressed several 
weeks ago and which was reported 
in THE NATIONAL UNDERWRITER for Jan. 
25. 


Senator’s Mind Not Changed 


However, when queried after the 
hearing by the Washington represent- 
ative of THE NATIONAL UNDERWRITER, 
Sen. Williams said he had not changed 
his mind, even though he had not 
argued with Mr. Edelstein during the 
hearing. He said he still considers the 
bank-loan or company-loan type of 
purchase to be a loophole. 

Sen. Williams said the amendment 
he plans to offer is along the lines 
of the Treasury proposal. This would 
deny the income-tax deduction to in- 





J. Milton Edelstein 





seem to remain is the determination 
of the equity of the old company’s 
shareholders in consonance with the 
reinsurance and rehabilitation agree- 
ment and the price determination com- 
mittee. 





Pacific Mutual Life has formally opened its new Seattle area headquarters 
at 307 Broad street. The $340,000 structure depicted in the architect’s sketch 
above will house all of the company’s present Seattle offices. To mark the 
opening, a reception for some 300 for Seattle’s civic, financial and business 
leaders was held. The new building is a two-story, steel structure faced with 


green ceramic tile. 


terest on loans made to buy life insur- 
ance if it is contemplated that a sub- 
stantial number of premiums would be 
paid by this indebtedness. The Treas- 
ury has not indicated how many pre- 
miums it would consider a “substan- 
tial number.” 

Sen. Williams said the drafting of an 
amendment embodying this approach 
is under way now. 

Bank-loan proponents were consid- 
erably encouraged by the attitude of 
Sen. Kerr of Oklahoma, another fi- 
nance committee member. He indi- 
cated strong support of the financed 


plan of buying life insurance. He said 
if there were any unintended benefit 
in it, it went to the insurance com- 
panies and that was the place to take 
care of it. 

Mr. Edelstein, whose association is 
an outgrowth of the informal group 
organized to defend the bank-loan 
plan, said the Treasury’s plan of dis- 
allowing the income-tax deduction on 
financed plans “would in effect impair, 
if not destroy, the use of credit to 
finance life insurance protection.” 

Mr. Edelstein contended that if the 

(CONTINUED ON PAGE 29) 








Grou p Life Sales 
In 1957 Soared To 
Record $14 Billion 


Group life sales in the U. S. last 
year totaled a record $14 billion and 
covered 4 million workers, bringing to- 
tal group life in force to an estimated 
$132 billion under 38 million individual 
certificates, according to Institute of 
Life Insurance. These figures do not 
include group credit life. 

During the year, the new group 
plans included the bulk of the largest 
single negotiated employe-employer 
program, that of the Bell Telephone 
System, involving coverage of more 
than $1.5 billion, and a large number 
of small groups, involving fewer than 
25 workers each. 

Analyzing group life in force at the 
start of last year, excluding credit life 
and the federal employes group, the 
institute found that 77% of all individ- 
ual certificates under group plans and 
83% of the amount of such insurance 
was in groups of 500 or more workers. 
The average of these groups was just 
over 3,000 workers and the average 
amount per certificate was $4,250. 
Plans of this size, however, accounted 
for only 7% of total contracts in force. 

The greatest share of the contracts 
was in the 25 to 499 size, plans of this 
size accounting for 66% of total con- 
tracts, 22% of the certificates and 16% 
of the aggregate amount of insurance 
provided. 

Groups covering fewer than 25 per- 
sons, although written on a widespread 
basis for the first time in 1956, repre- 
sented 27% of all group contracts in 
force by the end of that year, 1% of 
the certificates and 1% of the aggre- 
gate amount of insurance. An even 
larger number of baby groups is cover- 
ed by plans set up as ordinary insur- 
ance and not included in these figures. 


Lee National Records Best Year 

Lee National Life recorded its best 
sales year in 1957 with ordinary sales 
up 50% over 1956 and an insurance 
in force increase of 26%. Ordinary 
sales amounted to $4,354,000 and credit 
group sales were increased 26%. In- 
surance in force totaled $23,999,749 at 
year end. 





NALU Warns Premium 
Payment Test Would 
Hurt Small Business 


WASHINGTON—National Assn. of 
Life Underwriters is keying its oposi- 
tion to revival of 
the premium pay- 
ment test for 
estate taxation of 
life insurance pro- 
ceeds to the dam- 
age it would do to 
small business. 

If the test is re- 
imposed, as desir- 
ed by the Treasury, 
it would tend to 
destroy many 
small business en- 
terprises and cause 
a loss of income tax revenue obtained 
from them and their owners and em- 
ployes, John Z. Schneider, manager 
of Connecticut General Life at Balti- 
more and chairman of the NALU 
federal law and legislation committee, 
told the Senate finance committee at 
a hearing. 

“For years,” he testified, “both Con- 
gress and the executive department 
have repeatedly shown much concern 
over the economic wellbeing of small 
business concerns and have devoted 
a great deal of time and study to devis- 
ing ways and means of preventing their 
destruction or absorption by larger en- 
terprises.” 

In support of his argument that re- 
storation of the premium payment test 
would be harmful to small business, 
Mr. Schneider referred to a report 
made several years ago by a special 
committee of the Senate itself—the 
special committee to study problems 
of American small business. This re- 
port, he said, declared: 

“It is the combined pressure of the 
income and estate tax structure which 
forces independent owners of busi- 
nesses of this size to sell out to larger 
companies. The Treasury forces these 
mergers and the Federal Trade Com- 
mission complains about them and 
seeks to set up a legal barrier.” 


John Z. Schneider 








Gives Legion Group 
Cover Plan Thumbs 
Down Treatment 


The following letter has been re- 
ceived from Robert R. Reno Jr., as- 
sociate manager of Equitable Society 
at Chicago. Mr. Reno is one of the 
original members of the group com- 
mittee of National Assn. of Life Un- 
derwriters. 

The recent announcement of the 
American Legion group life insurance 
plan is disturbing to many of us. The 
following comments are my own ob- 
servations as an individual member 
of the group committee of NALU, and 
are not necessarily the views of the 
committee as a whole, the council, or 
the membership. 

As a member of the American Le- 
gion since the first World War and 
interested in all of its activities, I 
frankly feel that this group life plan 
is, to say the least, not a bargain for 
the World War I members, average 
age 64, World War II, average age 37, 
or even the Korean War members, 
average age 29. 


Looks Like Membership Gimic 


The proposed group insurance plan 
for the American Legion looks like an 
attempt to utilize the group mecha- 
nism for the promoting of member- 
ship. The group idea was developed 
to fit into the employer-employe re- 
lationship. Extensions of it beyond 
that kind of a relationship have often 
brought difficulties and ought to be 
examined with great care. 

One of the problems in trying to ex- 
tend the group device beyond em- 
ployment relationships is the protec- 
tion of the insurer against adverse 
selection. This becomes a particularly 
difficult problem in a_ loose-asso- 
ciation-type case. It is presumed that 
here the insurer will take the neces- 
sary measures to protect itself initial- 
ly at least, and, of course, that may 
mean putting serious limitations on 
the insurance or on eligibility. 

It is noted, for example, that the 
amounts of insurance decrease very 
sharply with advancing age and that 
the coverage terminates at age 70. 
This certainly seriously impairs the 
attractiveness of the insurance and is 
likely to cause dissatisfaction as peo- 
ple pass from one age bracket to an- 
other. To have the insurance cut in half 
on a birthday, with no change in con- 
tribution rate, looks like a real trouble 
maker. Let’s remember the black eye 
life insurance received because of an 
identical practice in assessment in- 
surance in the early years of this cen- 
tury. 


Shows Coverage After Retirement 


A study undertaken by the New 
York insurance department in 1956, 
which should be published soon, pro- 
vides some information on the extent 
to which insurance is actually contin- 





Planning committee for the 1958 Life Insurance Advertisers Assn. North 
Central Round Table, to be held in the Drake hotel, Chicago, April 21-22: Left 
to right, Richard Chatfield, Continental; Harry Edel, Prudential; Francis J. 
O’Brien, Franklin Life, program chairman; Mary Hickey, Northwestern Mu- 
tual; Robert Fontaine, Continental, and Mrs. Terrill Duke Walters, Mutual 
Trust Life. Not shown is committee member John Currier, Ohio State Life. 








New York Leads Large 
Cities In Increase In 
Ordinary Sales In Jan. 


New York led large cities in the rate 
of increase in ordinary life sales in 
January with a gain of 35%, according 
to LIAMA. 

Other cities and their percentage 
increases for the month were Boston, 
32; Chicago, 7; Cleveland, 5; Detroit, 
5; Los Angeles, 14; Philadelphia, 2, 
and St. Louis, 12. 





and they illustrate the problems in 
handling this kind of coverage. 

Another serious problem is the con- 
tinuing administration of group insur- 
ance in a fraternal organization, par- 
ticularly one so wide-spread as the 
American Legion. The keeping of rec- 
ords, the collection of premiums, the 
maintenance of adequate participation, 
the continued promotion of the insur- 
ance, all add up to heavy administra- 
tive burdens for volunteer personnel. 

The operation will be quite success- 
ful in certain legion posts as long as 
aggressive administrators are present, 
but a change in administration may 
bring laxity, and this in turn will in- 
terfere with a smooth running of the 
insurance and may lead to its deter- 
ioration. In other posts there may 
never be satisfactory administration. 

A severe test of a plan of this type 
will occur if there is an important 
economic recession. Just imagine what 
would happen to this voluntary plan, 
with its requirement of a collection 
(without the advantage of payroll 
deductions) from individual posts, 
should we encounter widespread un- 
employment! 

It’s the old story, “the camel gets 
his head in the tent and before you 
know it he is all the way in.” Syn- 
thetic groups of this nature can con- 
ceivably lead to similar requests from 
other fraternal organizations such as 
Rotary, Kiwanis, Masons, and every- 
body on Rural Route 4. 

Unquestionably, this matter will be 
on our agenda at the executive ses- 
sion of the group committee on Sun- 
day, March 23rd, at Birmingham. It 


Indiana Blue Cross To 
Set Own Rates Under 


New Compromise Plan 

INDIANAPOLIS—Indiana insurance 
department has approved a compro- 
mise plan giving Blue Cross an average 
rate increase of 15%. Under the new 
plan Blue Cross can fix its own rates 
without prior authorization from the 
department, but the state will keep its 
power to countermand any rate in- 
creases and department auditors will 
audit the company’s books to justify 
future rate boosts. 

Mutual Hospital Insurance Inc., In- 
diana Blue Cross insurer, pleaded that 
it would have to curtail service unless 
it received more than the 10% in- 
crease previously approved. The com- 
missioner responded with an alternate 
plan of increase by categories accord- 
ing to a fixed formula for determining 
the need for increases. The formula 
will permit automatic increases with- 
out petition whenever a deficit devel- 
ops in a category. 

Average increase will be around 
15%, according to Guy W. Spring, 
Blue Cross executive director, but 
rates may go up “substantially” in 
some categories. 

Blue Cross bookkeepers will begin 
immediately to establish the new rates, 
Mr. Spring said, and the first policy- 
holders affected will be notified by 
April 1. Group rates will take longer 
to establish but all will probably be 
finished by the end of the year. 

Blue Cross claimed it lost $2 million 
last year and applied for a rate in- 
crease averaging nearly 20%. The in- 
surance department granted a tempor- 
ary 10% increase last January but 
these rates have not been applied and 
will be superseded by the new plan. 
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Senate Finance Unit 
Scrutinizes Reasons 
For Stop-Gap Tax Law 


WASHINGTON—Instead of going 
along with the House ways and means 
committee’s endorsement of keeping 
the Mills law covering life company 
taxation for another year, the Senate 
finance committee refused to do go 
without public hearings, which it helq 
this week. 

Appearing on behalf of American 
Life Convention, Life Insurance Agsgp. 
of America, and Life Insurers Con- 
ference were President Dean C. Davis 
of National Life of Vermont, chairman 
of the joint ALC-LIA-LIC federa] 
company income tax committee, and 
President Charles A. Taylor of Life 
of Virginia. 

They and other spokesmen for 4 
number of companies emphasized the 
difficult position the companies wil] 
be placed in if Congress does not re- 
enact the Mills law for another year, 
since it would mean that the 1942 law, 
based on entirely different conditions 
from those prevailing now, would 
automatically go into effect, and result 
in the companies paying a tax far 
greater than contemplated at the time 
the 1942 act was drawn. 

Details of the presentation will be 
given in next week’s issue. 


Gibbs Retires, Strain 


Named To Texas Post 


AUSTIN—Dr. Robert W. Strain, 33- 
year old professor of insurance at the 
University of Texas, has been named 
to succeed Joe P. Gibbs as a member 
of the Texas department. Mr. Gibbs, 
who was casualty commissioner from 
1941 to 1952 when he retired, has 
resigned after having been recalled to 
help reorganize the Texas department. 
He plans to return to his position as 
chairman of Nolte National Bank at 
Seguin. 

Dr. Strain, a CLU and CPCU, grad- 
uated from Texas Tech and received 
an MA in insurance at Louisiana State 
and a PhD in business administration 
at Indiana. He became an assistant pro- 
fessor of insurance at Texas in 1955. 


New Officers At San Antonio 


San Antonio Assn. of A&H Under- 
writers has elected O. J. Stevenson, 
Guardian Life, president; L. E. Cor- 
nelison, Old National, vice-president; 
Ray Stanley, secretary-treasurer. 











Late News Bulletins... 








Introduce Compromise A&4S Bills In N. Y. 


ALBANY—Compromise A&sS legislation has been introduced in the New 


York legislature by Sen. George R. Metcalf, Auburn Republican who heads the 
joint legislative committee on health insurance plans. The bills, introduced 
through the rules committee, are less restrictive than the Metcalf committee 
bills and the Harriman administration’s proposals drafted earlier this year. 
The newly introduced measures omit any reference to the controversial pro- 
posal to require one fixed premium for the life of insured. They do not man- 
date conversion privileges in group contracts as earlier proposed, but do re- 
quire insurers to offer policies providing conversion privileges without evidence 
of insurability to employer-policyholders who may or may not elect to offer 
the privilege to their employe-certificate holders. As earlier proposed, in- 
surers would be barred from cancelling or refusing to renew a policy after 1t 
had been in force two years, except for fraud and other reasons. 


ued after retirement under group life 
policies. The study will show that for 
20% of the employes covered, group 
life insurance is continued in the full 
amount. For another 46%, reduced 
coverage is provided, and in the re- 
maining 34% coverage terminates at 
retirement. 

The rules for initial eligibility, re- 
quiring various degrees of evidence of 
health, go a long way beyond the 
usual group insurance arrangements, 


will be interesting to get the reaction 
of the committee and the council. 


1957 Is Second Best Year 


Home State Life of Oklahoma had 
the second best year in its history in 
1957. Insurance in force increased by 
$15,298,076, making a total of $199,- 
187,836 in force. 

Income for 1957 was $5,865,653 and 
assets increased $1,654,819. Total as- 
sets are now $20,794,027. 
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LIFE INSURANCE EDITION 


APPEARING 58,127,170 TIMES 


| to help you chalk up more sales of this 
important new product from New York Life! 
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Announcing New York Life's new Assured Accumulator... 


New Plan combines the security of life insurance 
with the advantages of a successful investment ! 
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Kenney Chairman, 
Branch President 
Of Allstate Lite 


Clarence B. Kenney has been elect- 
ed chairman of Allstate Life, succeed- 
ing Calvin Fentress Jr. Mr. Fentress 
continues as chairman of Allstate, the 
automobile specialty insurer owned by 
Sears, Roebuck & Co. 

Mr. Kenney has been president of 
Allstate Life and is succeeded in that 
position by Judson B. Branch, presi- 
dent and chief executive officer also 
of Allstate and Allstate Fire. 

Messrs. Kenney and Branch have 
been with Allstate for 27 years, short- 
ly after it was organized. 


Allstate Life Results 


Announcement also was made of 
the 1957 results of Allstate Life. The 
company began writing business in 
Illinois in September and in New York 
in December. Mr. Branch described 
these “pilot operations” as “extremely 
satisfactory.” The company wrote a 
thousand policies with the face value of 
$8 million. Since Jan. 1 Allstate Life 
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Milton E. Asfahl, CLU 
Oklahoma City 


EQUITABLE LIFE OF IOWA IN 


THE WEST CENTRAL STATES 


. . far-stretching fields of gold- 
a maze of oil wells and derricks 
. . rich farm lands. . 
greatness of the West Central States. To take care 
of the life insurance needs of the people of these 
productive areas is the proud privilege of these 
Equitable Life of Iowa general agents and 
their agency associates. For their out- 
standing efforts, we salute them. 


gullible 


LIFE INSURANCE COMPANY OF IOWA 


HeNATIONAL UNDERWRITER 


has been licensed in Alabama, Califor- 
nia, Florida, Indiana, Louisiana, Mis- 
sissippi and Oklahoma. The intention 
is to extend operations to 20 more 
states by the end of 1958. 

“We have found there is a splendid 
market for our products,” Mr. Branch 
said. “People do buy life insurance 
over the counter and they are inter- 
ested in something which is backed 
by the tradition of Sears and Allstate.” 


1957 Berkshire Sales 
Were Peak $61,162,557 


Berkshire Life sales last year were 
a record $61,162,557, up 11%. Insur- 
ance in force rose to $552,505,193. 
Premium income was a peak $17,357,- 
723. 

Berkshire paid $4,274,674 in death 
benefits in 1957, $5,389,063 in benefits 
to living policyholders and $1,992,428 
in dividends. Assets reached an all- 
time high of $182,148,988 and sur- 
plus funds were increased to $10,069,- 
675. The earned interest rate on in- 
vestments rose from 3.75% to 3.84% 
and total income from investments 
was $7,043,882. 


H. A. Hedges 
Kansas City 





Earl V. Reed 
Wichita 





. expansive ranches and 


. are but a part of the 








ec - eer eee eee ewe eeeereeeeeeeeeereeeeeeeeereereeeeeeeeseeeene 


FOUNDED IN 1867 IN DES MOINES 


Continental Assur. 
Had $636 Million 
Increase In 1957 


Continental Assurance had __ its 
largest increase in force in history 
last year—$636,516,823—bringing the 
total to $4,907,121,330. 

Net gain from insurance operations 
was $4,982,576 as compared with $6,- 
701,976 the year before. The reduction 
came about because of the increase in 
additional reserves required by state 
laws which do not reflect yet the 
substantially improved mortality on 
which new low premium rates are 
based. President Howard Reeder said 
when the laws are changed reserves 
will be restored gradually to surplus. 

Mr. Reeder predicted that the new 
facilities of Continental Assurance in 
connection with American National 
Bank of Chicago to make available a 
pooled common stock fund for pension 
and profit sharing plans should ma- 
terially increase business in 1958. 


Revise Credit Life 


Rates For Texas 


AUSTIN—The Texas department 
has revised rates for credit life and 
A&S following hearings and protests 
by credit insurers to the department’s 
original order in December. The de- 
partment concurring with the objec- 
tors, adjusted rates upward for longer 
term A&S coverage. 

A maximum rate for credit A&S, on 
a 7-day retroactive basis, was set at 
$2.70 for a term not to exceed six 
months; $3 for six months to one year; 
$3.60 for one to two years; and $4.20 
for more than two years. The rate on 
level credit life coverage remained at 
$1.40 per $100 of coverage but the rate 
on reducing life was cut from $1 to 90 
cents, with proportionate increases or 
decreases if the policy covers more or 
less than one year. 


49% Maximum Commission 


The department did not revise the 
limit of 40% maximum commission 
set in the old order. Texas is one of the 
first states to order such a limitation. 
The new credit rating order is effec- 
tive May 1 as a second extension of 
the original order. It is applicable un- 
der the law to credit insurance writ- 
ten in connection with loans of less 
than $1,000. 


Kenneth Black Wins 
Speicher Scholarship 


Kenneth Black Jr., chairman of the 
insurance department in the school of 
business administration of Georgia 
State college, has been awarded the 
1958 Paul Speicher CLU Institute 
scholarship entitling him to attend a 
CLU institute to be conducted next 
summer by American Society. He will 
attend the institute at University of 
Connecticut. 

Mr. Black, a CLU, has been an in- 
structor in CLU classes and a member 
of the national grading panel for the 
CLU examinations. He is co-author, 
with Dr. S. S. Huebner, president 
emeritus of American College, of two 
books, Life Insurance and Property In- 
surance, and has written a number of 
other books and articles. 

The scholarship is awarded annually 
to a full-time insurance teacher who 
is also a CLU. It is given in memory 
of the late Mr. Speicher who was pres- 
ident of Insurance R & R. 
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Increase Advertising 
When Times Are 
Tough: W. C. Stone 


Advertising and salesmanship cop. 
stitute the first line of economic de. 
fense for the United States, accordin, 
to W. Clement Stone, president of 
Combined. “Without an aggressive and 
expanding economy, our ability to leaq 
the free world and provide an ade. 
quate defense against communist Rys- 
sia would indeed be reduced to a 
frightening and disastrous level of in. 
effectiveness,” he said. 

“Unfortunately, many American 
businessmen apparently do not realize 
the fundamental importance of adver. 
tising and merchandising,” he asserted, 
“Let times get a little tough, and some 
business men immediately panic. The 
first thing they do is to reduce their 
advertising budgets and cut down on 
their sales force. They do this in q 
frantic effort to save money, although 
they have plenty of reserves on hand 
for just such an occasion.” 

‘Don’t become alarmed and place 
your business on a starvation diet be- 
cause of a lack of advertising,” he 
cautioned. “A business man with a 
sound product or service available 
must constantly put his best foot for- 
ward by reminding the public of his 
product or service. This constant re- 
minder through advertising and mer- 
chandising becomes all the more im- 
portant when a slight general business 
decline occurs.” 


LAA To Hold Sales 
Promotion Workshop 
May 19-23 At Hartford 


Life Advertisers Assn. will conduct 
a sales promotion workshop May 19-23 
at the Statler hotel in Hartford. 

The workshop will be under the 
direction of Herbert J. Kramer, as- 
sistant manager of the public informa- 
tion and advertising department of 
Travelers. He will be assisted by a 
faculty of LAA members and experts 
from such fields as advertising, sales 
promotion, sales research, art, layout 
and printing. The program is designed 
to give sales promotion and advertis- 
ing people an intensive, practical ori- 
entation in the problems, scope and 
actual operations of a sales promotion 
department and its projects. 


To Make Sales Kits 


The workshop will have as its pri- 
mary objective the actual creation by 
participants of a complete merchan- 
dising kit of advertising and _ sales 
material. This will take them through 
all phases of their job, the original 
idea, format, copywriting, layout, type, 
production and distribution. 

Norman L. Skinner of the public in- 
formation and advertising department 
of Travelers, has been appointed busi- 
ness manager for the workshop. 


1957 Acacia Sales 
Hit Peak $187 Million 


Acacia Mutual sales last year 


reached an all-time high of $187 mil- | 
lion, up $24 million, and insurance — 


in force rose to $1.6 billion. 


There was a substantial increase in | 
the sale of permanent life insurance — 
plans, particularly three whole life 


policies introduced early in the yeal. 
The three policies accounted for 40% 
of sales. 

Net interest earned on all invested 
assets was 3.79%. 
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U. S. Life Ordinary 
Sales In 1957 Were 
Record $113,917,000 


United States Life ordinary sales 
last year were a record $113,917,000. 
Group sales were a peak $101,665,000, 
up 33%. Individual A&S premiums 
were a peak $3,785,000. 

Insurance in force rose to $1,150,- 
317,140. Net gain from insurance op- 
erations rose to a new high of $1,- 
527,114, up $604,111. Earnings from 
investments before income taxes rose 
to 3.98% after deduction of investment 
expense. 

Dascit agency at New York again 
led in ordinary volume with sales of 
$14,750,000, up 20%. Other leading 
agencies were Ryan at Cleveland, in 
the midwest, and Zahorik at Alhambra, 
Cal. on the west coast. The Havana 
office led overseas agencies in ordi- 
nary production. White & Winston of 
New York won top honors again in 
group life sales with a volume of $34 
million. 


Sun Life Of Canada 
Sales In 1957 Were 
Record $917 Million 


Sun Life of Canada last year sold a 
record $917,737,287 of life insurance, 
up $62,871,411. 

Life insurance in force climbed to 
$7,749,409,986, up $719,116,677. Group 
insurance in force accounted for $2,- 
750,000,000. Combined life and an- 
nuity business in force was equivalent 
to $10 billion of life insurance. 

Payments to policyholders and bene- 
ficiaries came to $155 million, up $17 
million. Set aside for dividends during 
the current year was $34 million, up 
8%. 

A gross rate of 4.46% was earned 
on invested assets, compared with 
432% in 1956. Total assets amounted 
to $2.1 billion. During the year the 
company disposed of certain common 
stocks which resulted in a profit, of 
which $10 million was credited to in- 
vestment reserve. At year-end 7% of 
assets was invested in common and 
preferred stocks. 


Buda Sets Record For 


New Agency Production 


The Buda agency of New England 
Life at Detroit sold $12,309,147 in 1957 
to set a new company record for a 
scratch agency’s first full year of pro- 
duction. This figure may be a world 
record but it cannot be verified be- 
cause industry organizations do not 
keep figures of this kind. 

The goal for 1958 is $25 million. 

John W. Buda signed a manager’s 
contract Feb. 1, 1956, when he had no 
offices and no agents. Four full time 
agents were hired and $213,000 in 
sales were made the first month. By 
the end of 1956 the agency had grown 
to 22 agents and sold $4,034,000. The 
organization last year turned in mil- 
lion-dollar months in January, March 
and June and a $2 million month in 
July. There were 51 full time agents 
at year’s end. 


Milwaukee GAs Hold Panel 


A panel discussion on training, su- 
Pervision and related life agency prob- 
lems was featured at the monthly 
meeting of Milwaukee Life Managers 
& General Agents Assn. William Nel- 
son, Massachusetts Mutual, was mod- 
erator, and Edward Childs, National 
Life of Vermont, and Leland Spickard, 
Bankers Life of Iowa, were panel 
members. 
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_ Ark. Department Meets 


With Doctors To Hear 
Criticism Of A&dS Covers 


LITTLE ROCK—Alleged abuses 
and misrepresentations in the sale of 
accident and health policies and in the 
settling of claims were aired in a clos- 
ed informal conference last week with 
Commissioner Combs by a _ special | 
committee of Arkansas Medical Soci- 
ety, headed by Dr. Sam Jameson, El 
Dorado. The medical society committee 
was created recently to investigate 
A&sS insurance practices as a result of | 
complaints coming to doctors from 
their patients. 

Commissioner Combs and other de- 
partment officials said among the 
principal charges leveled by the doc- 
tors were: (1) Agents misrepresent- 
ing policy benefits or falsifying policy 
applications; (2) resistance by some | 
companies to small claims too small 
to justify a patient going to court to 
collect, and (3) use of elimination 
riders to cut down particular policy 
benefits after a claim for an operation 
or hospitalization has been paid with- 
out, at the same time, reducing pre- 
miums. 


The medical committee also alleged | 


that some companies were settling 
some of their claims on an informal, 
“out-of-pocket” basis with some of 
their poorer and less informed pa- 
tients, obtaining releases from such in- 
sured without paying full benefits. De- 
partment officials stated the doctor’s 
committee also attacked the cancella- 


tion provisions of some A&S policies. | 


Charges ‘Nothing New’ 


“Most of the charges the doctors 
brought before us were nothing new,” 


Commissioner Combs said, “and sever- | 
al of the instances they named were | 


already under investigation.” 
Mr. Combs said the doctors also ob- 
jected to the ‘‘application-for-benefits” 


forms they are now obliged to fill out) 
for patients. These forms vary from | 
company to company and are time- | 


consuming to fill out, the medical com- 
mittee said, recommending that a 
standard form be established and made 
mandatory on all companies. Mr. | 


Combs said the department was in-| 
clined to agree with the doctors on'! 


this and that he will arrange a con- 
ference between the doctors and rep- 
resentatives of the industry to explore 
the matter of a standard form. 

One department official said “you | 
can count on the fingers of your two| 
hands” the few companies responsible | 
for most of the charges brought against 
the A&S business and most of the| 
charges are leveled against companies | 
not domiciled in Arkansas, he com-| 
mented. This in effect answered} 
a broad charge made by Dr. Jameson | 
to a Little Rock newspaper following 
the conference that “about 20% of the 
health and accident policies sold in the | 
state defraud the public.” As a result | 
of the publication of this charge, the | 
department was deluged with tele-| 
phone calls from persons in Little 
Rock and elsewhere wanting to know 
whether their particular policies were | 
within the 20% group. | 


To Speak At San Francisco Meet 

Two members of the northern Cal- 
ifornia caravan of California State! 
Assn. of Life Underwriters will be' 
principal speakers at the annual cara- | 
van breakfast meeting of San Fran- 
cisco Life Underwriters Assn. March 
20. They are Roger Willis, secretary- | 
treasurer of the Oakland-East Bay as- 
sociation, and Douglas Boswell, a di- 
rector of that group. Other members | 
of the caravan are visiting local as- | 
sociations throughout the area. | 
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When the announcement was made that our Company became 
an Old Line Legal Reserve Company, we were deluged with 
good wishes for success by scores of our friends in the business. 
This warm welcome has meant a great deal to us in rededicating 
ourselves to the all-important task of serving the insurance- 


buying public as we know they should be served. 


We are proud of the new area we have entered. We say “the 
climate is good” and we will strive to merit the good will of 


our contemporaries. 


opportunities for career underwriters 


AGENTS— MANAGERS —SUPERVISORS 
If you are interested in hearing about the 
plans of an old, established life company with 
“young ideas” for the future, contact T. H. 
Penton, Vice President and Agency Director. 





OLD LINE LEGAL RESERVE 


INSURANCE COMPANY 


J. M. MOTTLEY, President @ ANTON E. HILL, Secretary-Treasurer 





Washington National 
Marks ‘57 Progress 


Washington National increased its 
total insurance in force by $137,283,000 
in 1957, bringing it to $1,626,556,000 
at year-end. 

New paid-for life amounted to $349,- 
676,000. Yearly total premium income 
amounted to $76,150,000 of which $41,- 
262,000 was in A&S and $34,888,000 
in life. 

Assets continued to mount with the 
addition of $19,490,000, bringing total 


PeNATIONAL UNDERWRITER 


assets to $249,112,000—an increase of 
8% over 1956. For each $100 of liabil- 
ities the company now has $129 of 
assets. The contingency reserve, capi- 
tal stock and unassigned surplus funds 
were an aggregate $56,258,000—up 8%. 
Cash benefits paid policyholders and 
beneficiaries during 1957 amounted to 
$35,642,000—11% above 1956. 


Aetna Life has cited the Fuchs 
agency at Denver; Hill, Carson & As- 
sociates at Toledo and the Green 
agency at Seattle for publishing out- 
standing agency bulletins in 1957. 





ae look is 


GUARDIAN 
for Leadership in 


Family 


Features 


GUARDIAN’S NEW 


FAMILY 


provides life insurance for Father, Mother and children, 
including all new arrivals, in one policy ... 
Pius these Important Extras: f 
e Father’s coverage guaranteed paid-up at age 65! 


@ Accumulated dividends may be used to pay up 
before that date, or to buy additional paid-up 
insurance for father at age 65! 


© Right to split paid-up protection at father’s age 65 
between wife and husband in a one-to-four ratio! 


@ Lifetime accidental death benefit—for both husband 
and wife if split option is elected! 


@ Disability income rider available for father at 
a small extra cost! 


Call your GuarpiaN Manager today for full information, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





Policy 


PROTECTOR 





U.S. Life Tops 
Billion In Force 


United States Life’s insurance in 
force totaled $1,150,317,000 at the end 
of 1957, resulting from the largest 
yearly gain in the company’s history. 

Direct sales came to $206 million in 
1957: $113,917,000 in ordinary life— 
the first year in which ordinary sales 
exceeded $100 million; $101,665,000 in 
group—a 33% increase over 1956: and 
$3,785,000 in A&H. Net gain from op- 
erations was $1,527,000, up from $923,- 
000 in 1956. Earnings from investments 
before taxes rose to 3.98% net. 


Hear Talk On Risks 
Of Neurotic Disability 


Pyschoneurotics as a class form one 
of the greatest disability risks under 
income protection plans, Dr. Andrew 
J. Oberlander, Prudential medical di- 
rector at the Chicago regional home 
office, told members of Illinois A&S 
Underwriters Forum at the February 
meeting. 

The largest group of disabilities 
known to medicine, psychoneurotics 
fall into several categories. These in- 
clude patients who are effected emo- 
tionally by an organic disease, others 
whose organic condition may be pro- 
duced by emotional stress, another 
group with complaints which are pure- 
ly emotional in nature, who may be 
suffering genuine pain even though 
there is nothing organically wrong, 
and accident-prones. 

One major factor in disability is 
how a person reacts to the disease he 
may have, Dr. Oberlander said. An- 
xiety and fear may hinder the pa- 
tient’s recovery, while a positive at- 
titude may hasten recovery and short- 
en disability. Anxiety over loss of a 
job, death in the family or some other 
factor may also bring about disability. 
In addition, he said, there are those 
who in time of recession or depres- 
sion, may find it economically advan- 
tageous to file a disability claim un- 
der an income protection plan rather 
than look for another job. 

History of psychoneurosis in an ap- 
plicant, however, should not be the 
sole basis for rejection by the under- 
writer, Dr. Oberlander stated. “We 
can’t reject 60% of the people in the 
country,” he said, pointing out that 
this percentage of any doctor’s patients 
suffer from some form of psychoneu- 
rosis. “We must use good common 
sense to distinguish between the real 
psychotics and those who are merely 
suffering from some form of anxiety.” 
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Lincoln National 
Declares Dividend 


Lincoln National Life has declareg 


a cash dividend of $1.20 per Share, 
payable in three quarterly 
ments of 40 cents each. The divideng 
will be paid May 1 to stockholders of 
record April 10; August 1 to stock. 
holders of record July 10; and Novem. 
ber 1 to stockholders of record October 
10. Last year’s dividend was $1.05, 
payable 35 cents quarterly. 


New A&S Premiums Of 
Monarch In ‘57 Were 
Record $4,864,867 


Monarch Life’s new yearly Ags 
premiums last year totaled a record 
$4,864,867 while life insurance sales 
came to a peak $105,676,482, up 21.4%, 

A&S premiums in force rose to $20,- 
659,413 and life insurance in force came 
to $444,729,097, up 8.9% and 16.7%, 
respectively. 

Payments to policyholders reached a 
record $11,959,321, consisting of $9. 
245,572 in A&S and $2,713,749 in life. 

Assets rose to a peak $77,520,136, 
up $8,914,078, and exceeded liabilities 
and reserves by $14,940,554, a gain of 
13.7%. Invested assets, accounting for 
94.4% of total assets, increased by $9,- 
023,914. The gross yield in total in- 
vested assets was 3.93% and the net 
yield was 3.25%, with both showing 
improvements. 


Madurols Honorary 
N. Y.C. Assn. Member 


Denis B. Maduro has been elected 
an honorary member of New York 
City Assn. of Life Underwriters. A 
prominent New York City attorney, 
author and lecturer, Mr. Maduro is 
special counsel to the association and 
to Million Dollar Round Table. 

This honor is granted to individuals 
who have given long and meritorious 
service to the association and the life 
insurance industry. At the _ present 
time, only seven other living indivi- 
duals have been so honored. Honorary 
membership carries with it lifetime 
affiliation with the local, New York 
state and national associations. 


General Agents & Managers Con- 
ference held two conferences for mod- 
erators of LIAMA’s study course in 
district management to promote the 
course through local associations. 





Mutual Benefit Life has won the “office of the year” award for its new 
home office in Newark. Office Management Magazine cited the building as 32 
outstanding example of how efficiency and physical beauty can be combined 
into an office structure. Shown(from left) are Robert M. Smith, editor of the 
magazine, who presented the plaque; Chairman W. Paul Stillman; Milford A. 
Vieser, financial vice-president, and President H. Bruce Palmer. 
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No. 1 in a Serles by The Ohio National Life Insurance Company 











Competition being what it is, 
and prospects hidden as they usually 
are... it’s reassuring to have enough 
of the right sales ammunition to flush 
elusive game . . . Ohio National Life 
Family Circle Policy is a case in point. 








coverages 


WIDE 


acceptance 


Widespread promotion of family type coverage has 
conditioned many of your suspects and prospects to desire the 
unusual benefits of The Ohio National Life’s Family Circle Plan. 
There aren't any frills to Family Circle—but there are many real 
advantages to it—maximum protection, low premiums, attractive 
dividends, rider and conversion privileges, and complete family 
market coverage. Extra firepower is provided by a dynamic, 
full-color point-of-sales presentation that's always on target. 
These and other features give Family Circle a tremendous 
production record. Don’t take our word for it—ask any 
Ohio National Life General Agent. 
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Illustrations courtesy of The Champion Paper and Fibre Co. 
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‘IAA Slates First 
“Methods Forum For 
March 10-11 At N. Y. 


Health Insurance Assn. of America 
will hold its first annual methods and 
procedures forum March 10-11 at the 
Biltmore hotel in New York. 

Topics to be discussed in panel ses- 
sions, workshops and individual ad- 
dresses Will include various approach- 
es to the organization and functions of 
planning for A&S, work simplification 
and methods improvement, the HIAA 
statistical plan, various approaches to 
premium billing and accounting and 
allied activities in individual and 
group A&S and individual and group 
insurance administration. 

The meeting will be opened at 9:30 
am. March 10 by Hilton H. Campbell, 
vice-president of Republic National 
and chairman of the methods and pro- 
cedures committee. He will introduce 
Robert R. Neal, general manager of 
HIAA, and J. Henry Smith, under- 
‘writing vice-president of Equitable 
i Society, president of HIAA. 

Charles B. Laing, vice-president of 
planning and development of Pruden- 
tial, will speak at the March 10 lunch- 
eon. 

A forum subcommittee developed 
the program. Members are Hugh F. 
Hughes, manager of group administra- 
tion of Nationwide Mutual, chairman; 
John J. Egan, group administration 
manager of Home Life, and Burgh S. 
Johnson, administrative  vice-presi- 
dent of Guardian Life. Mr. Hughes 
will preside at the March 11 general 
session. 








State Mutual has moved its Brook- 
lyn agency from 144 Montague street to 
larger quarters at 189 Montague street. 
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We offer careers of service with unlim- 
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Holds Conferences On 
Brokerage Development 


A brokerage development conference 
sponsored by Continental Assurance, 
was held last week at Chicago. 
The conference, first in a series of 
four scheduled for 1958, is designed to 
provide formal training for men sel- 
ected as brokerage supervisors. All 
those attending the conference were ex- 
perienced life agents, many with more 
than 10 years in the business. At the 
school they studied everything from 
techniques and psychology of broker- 
age development to facilities and pro- 
posal forms designed by the compa- 
ny especially for presentation by bro- 
kers. 


Fidelity Mutual Gives 


Agency Building Awards 

Fidelity Mutual presented its 1957 
agency building awards to general 
agents at a 3-day conference at the 
home office. Qualification is based on 
recruiting and production levels for 
new agents. 

John T. Flanagan Jr., Philadelphia, 
George A. Hatzes, Washington, D. C., 
and E. H. Meyers Jr., Detroit, have 
qualified every year since the awards 
were started seven years ago. George 
N. Charuhas, Miami, and William G. 
Pierce, Philadelphia, have won it five 
times; George W. Kenney Jr., Los An- 
geles, four times; Harry N. Lyon, Oak- 
land, three times; Russell R. Bisbing, 
Allentown, William W. Crouse Jr., East 
Orange, Richard K. Marshall, Balti- 
more, Harold L. Steinkamp, Memphis, 
and the partnership of Oreon R. 
Walker and Weldon Pickett, Louisville, 
twice. First-time winners are Lawrence 
L. Howard, Boston, 
Hunter, Raleigh. 
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PERTINENT FACTS FROM THE REPORT 


To new policyowners in 1957 
19016 contracts for 

To reach a total of 266,907 
policies for protection 
to policyowners of.. 

Payments to policyowners and 
beneficiaries 

During 1957 


During our 49 years 


Admitted Assets 
Principal Asset Items are 
Real Estate, at cost 
less depreciation......... 
Government Bonds . 


Municipal and 
Corporate Bonds 
Selected First Mortgages 

on Real Estate .......... Ae 
Corporate Stocks, at Market 


Obligations to Policyowners... 
Additional Protection to Policyowners 


Every year more and more provident people look to 
Great Southern for their financial independence. 





Mr. President ! ! ! 


Your Company Will Earn More Money 
If You Let Foundation Handle Details . . . 

































Foundation is a new kind of organization with a new 


concept of service for the life insurance industry. 


©® Insurance company clients of Foundation Life Insurance Service 
Co. are well above the average in growth and earnings when com- 
pared with the rest of the life insurance industry. And there’s a good 
reason why. 


The executive personnel of these client companies are free to 
concentrate on sales, sales and more sales. Foundation takes care of 
all the home office detail work, and does it less expensively. 


For instance, Foundation will process your applications, issue your 
policies, mail your premium notices, audit and pay your bills, and do 
yeur premium and general accounting. 


We'll relieve you of the burden of these home office chores and 
save you money on administration expense. More important, you and 
your executive personnel will be able to devote all your efforts to 
building sales. 


Write today and let us show you what we can do for your company. 


Foundation Life Insurance 
Service Company 


Box 321, Northside Station Atlanta 5, Georgia 






SERVICE 








$ 120,767,308 








902,513,943 









10,629,505 
166,118,214 














STRENGTH 





$ 189,229,976 







1,051,397 
22,586,699 








14,381,372 







125,653,914 
5,330,189 
13,061,006 

















161,840,629 
24,868,905 
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700 Agents Hear Testimonials, Success 
Secrets At San Antonio Sales Congress 


Three sessions of the Tri-City Sales 
Congress sponsored by Dallas, Houston 
and San Antonio life underwriters 
associations were held at the latter 
city and drew an approximate turnout 
of 700 to hear successful agents relay 
their business secrets. 

Featured speakers were A. Jack 
Nussbaum, Massachusetts Mutual, 
Milwaukee; Robert K. Tiffany, Equi- 


table Society, Abilene; Donald Robin- 
son, Business Men’s Assurance; Carl P. 
Lundy, Prudential; and W. H. Gatling, 
Jefferson Standard Life, Norfolk, Va. 

Said Mr. Nussbaum, who is immedi- 
ate past president of National Assn. of 
Life Underwriters: “If I were starting 
in life insurance now, I would learn 
one specific need talk and know it so 
well that I could give it under any 


conditions. Then I would learn a sec- 
ond. I would attend meetings such as 
this. I would have a new idea program 
and have a definite track to run on.” 

The agent should have a bevy of 
100 to 150 prospects on hand and he 
should know how much each prospect 
should buy, Mr. Nussbaum said. If the 
agent has a definite plan to present, 
the prospect will listen. 

The reason people don’t stand in 
line to buy life insurance, he explain- 
ed, is that they buy what they want 
rather than what they need. “Our job 





He writes 


with a 


firm hand, too 


When he signed the Declaration of Independence, 
John Hancock wrote with a firm, strong hand. 


Today the John Hancock agent also writes with a firm hand 


in prescribing for his clients. 
he has been carefully chosen and soundly trained, and he has every 


He does this because 


modern facility of the Life insurance business in his grasp. 
Sureness — knowledge — Life insurance policies for every 
need — these are basic reasons why John Hancock agents can 
prescribe with a firm hand and sell consistently 

larger amounts of needed insurance. 






MUTUALYZ LIFE 


BOSTON, MASSACHUSETTS 
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is to paint word pictures which will 
change needs into wants.” 

While Mr. Nussbaum recommendeg 
using pressure if necessary, Mr. Tiffany 
favored low pressure selling because 
people like to feel that they are buy. 
ing. Mr. Tiffany said he had entered 
Abilene without acquaintances who 
would become prospects, and to over. 
come this drawback, he had become 
active in civic and service clubs ang 
his church. He did this to such an 
extent that at times he was not sure 
whether he was working for civic 
clubs or selling life insurance, he said. 

Factors in successful low pressure 
selling, Mr. Tiffany said, are: 

1. Suggestion of a purpose for life 
insurance. 

2. Honest 
questions. 

3. Recognition of prospect’s judg- 
ment. 

4. Leave the prospect alone when 
he indicates that is his desire. 

5. Avoid exerting pressure, let the 
pressure come from within the pro- 
spect. 

He stressed the importance of con- 
stantly calling on prospects. Often the 
prospect will say he’ll call back, and 
while he accepts the prospect’s word, 
Mr. Tiffany related a lamentable ex- 
perience in which a prospect whom he 
had to call back had just bought $50,- 
000 from another agent, justifying 
himself in that the competing agent 
had given him the idea. 

Habits—good or bad—determine 
success or failure, Mr. Robinson declar- 
ed. Man cannot be departmentalized 
and the complete man is the result of 
habits formed, he said. The agent who 
strives for success must not only make 
plenty of calls and selling interviews, 
but must also have intelligent and ef- 
fective working habits. 

Mr. Lundy, speaking on business in- 
surance, said it is the objective of the 
agent to learn the objective of the 
business man, find his problem and 
offer a solution to it through life in- 
surance. He then cited workable solu- 
tions for the sole proprietor, partners 
and for valuable employes. 

Mr. Gatling provided an inspiration- 
al approach, urging agents to dream 
of a bigger, better tomorrow. “Launch 
your ICBM or duds. Why do you have 
to stay in a rut? A rut is a grave 
with the ends out...” he declared. 


answers to 


prospect's 


No. American Re Offers 
Booklet On Reinsurance 


North American Re has published a 
new booklet, Reinsurance Exclusive- 
ly, outlining the underwriting of life, 
A&S and group reinsurance. 

The booklet details the company’s 
services, its accelerated method of un- 
derwriting, its facilities, staff of un- 
derwriters and consultants, refunds 
and pooling arrangements. It stresses 
the growing importance of life rein- 
surance as many companies move into 
the life field, while seasoned life in- 
surers seek to expand their business 
through broader underwriting. Also 
described are the company’s consult- 
ing services for assisting new and es- 
tablished companies with their organ- 
izational, managerial and underwrit- 
ing problems. 


Eby Agency Wins Top Award 


The Eby agency, Wichita, has won 
Kansas City Life’s agency building 
award for 1957, the top honor for the 
company’s general agents. J. 4 
Budinger, executive vice-president, 
presented the award to Orville R. Eby 
at a recent luncheon. Mr. Eby has been 
with Kansas City Life for 23 years, 
general agent at Wichita since 1945. 
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SAMUEL M. SITOMER is an amazing man who 
climbed from four dollars a week to $15,000 
year — and then quit his job in prospect of 
commission earnings from a sales career in life 
insurance. That was 15 years ago. 

Today, Sam Sitomer is the leading underwriter of 
America’s largest life insurance agency — The 
Union Central's New York Agency. He is a charter 
member of his Company’s 
distinguished President's 
Club, and a life member 
of the industry’s cele- 
brated Million Dollar 
Round Table. A promi- 
nent national insurance 
publication has singled 
him out as “Salesman of 
the Year.” 


Moreover, he has estab- 
lished practically every 
important record in his Company. Not only has 
he led the nation in sales during five consecutive 
years, he has sold as much as $6,709,150 of Union 
Central life insurance in a single year. 

But the most dramatic evidence of Mr. Sitomer’s 
remarkable success in the life insurance profession 








is the fact that The 
Union Central has paid 
him more in commissions 
during a single year than 
many men earn in a 
lifetime. 

When fabulous Sam Sito- 
mer concludes that “a 
new agent ought to earn 
about $20,000 a year 
within a short time,” 
perhaps he makes it sound easier than it really is. 
And success is never easy. But it is difficult to 
disagree with the man whose conclusion is based 
on his own accomplishment. 








“Life insurance has vielded 
me more of life’s good things 
than I ever dreamed of 
having,” says Sam Sitomer 
— dynamic Union Central 
underwriter who has never 
relaxed in determination to 
succeed nor in responsibility 
toward the many individuals, 
families and businesses listed 
among his policyholders. 














(Harcourt-Harris Photos) 


THE UNION CENTRAL LIFE INSURANCE COMPANY - CINCINNATI 


Security for the American Family since 1867 
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Southland Life Has ‘57 
Sales Of $200 Million 


The sales force of Southland Life 
produced over $200 million of new 
business in 1957, making it the compa- 
ny’s best year. 

Total insurance in force has in- 
creased to over $1,170,000,000 as of 
Dec. 31. Assets of the company at year 
end were $208,224,704. During the year, 
over $14,800,000 was paid to policy- 
holders and beneficiaries and total an- 


ZzeNATIONAL UNDERWRITER 


nual income of the company reached 
an all-time high of over $37,350,000. 

Southland Life directors voted a 30% 
increase in the annual cash dividend. 
This will result in an increase from 
$1.35 per share to $1.75 per share on 
the 300,000 outstanding shares of com- 
mon stock and will be payable March 
11 to stockholders of record Feb. 28. 


Norman H. Nelson, vice-president 
of Minnesota Mutual Life, will head 
the advance gifts division of the can- 
cer fund drive in St. Paul. 


NALU Begins Quest For 
Trustee Candidates 


The nominating committee of Na- 
tional Association of Life Under- 
writers has begun its quest for candi- 
dates for trustee posts. 

The committee will meet March 24 
during NALU’s midyear meeting at 
Birmingham. Herbert R. Hill, Life of 
Virginia, Richmond, is chairman. 

Suggestions for trustee candidates 
are invited in a letter just sent to 
national committeemen and presidents 








GENERAL AGENT 


OPPORTUNITY 





CAN YOU PROSPECT? 





Do your prospects come directly from your own effort, ability 
and imagination and not from office leads, your 
supervisor, your manager? 


Can you show others “how to’? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve got, you'll 

do better with our proven competitive merchandising plans 
featuring dismemberment—lifetime income—top value income 
settlement option—and the premium payment plan of the 


future, Check-O-Matic. 


Can you inspire and show others “how to’? 


CAN YOU COMPETE? 


Do you enjoy competing with others? More important, do you 


compete with yourself? 
Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future dollars for your own 
personal “know how” and for your ability to show others “how to”? 


HERE’S YOUR ANSWER! 


for new agents. 








Licensed in: Arizona, Calif., D. C., Delaware, Georgia, Ill., Ind., lowa, Ky., Md., Mich., Minn., Mo., 


Highest lifetime service fee in the business to adequately compensate 
the career underwriter—fully vested renewals for 9 years— 

top lst year commission on par and non-par policies—agency office 
allowance—non-contributory pension plan—operating capital 


Write, Wire, Phone 


FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 


and Director of Agencies 


10 SPATE LIFE 


COLUMBUS 15, OHIO 


No. Car., Ohio, Pa., Texas, Va., and W. Va. 
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of state and local associations. It Says 
in part: : 

“The ideal candidate would be One 
who has taken an active interest jp 
association affairs, understands the 
many problems of our business and de. 
sires to help solve them, has imaging. 
tion as well as a sound analytica) 
mind, and will work harmoniously 
with other trustees for a constructive 
association program. Wherever pos. 
sible, we would prefer producing 
agents. We would also like to haye 
some representatives of combination 
companies presented for our consider. 
ation. However, do not let either re. 
quest stand in the way of your ree. 
ommending any worthy general agent 
or manager of any company. The com- 
mittee believes your suggested candj- 
date should also have served in as. 
sociation offices at both local and state 
levels, assuming you have a state as. 
sociation.” 

Election of trustees will take place 
at the annual convention Sept. 7-19 
at Dallas. 


LIA Official Defends 
Blue Cross Rate Hikes 


Rate increases which Blue Cross or- 
ganizations have been requesting re- 
cently are justified, Albert V. White. 
hall, director of health insurance of 
Life Insurance Assn. of America, told 
the employe health and benefits com- 
mittee of National Assn. of Manufac- 
turers at New York. 

Hospital leaders say hospital costs 
will go up at least 5% a year and 
maybe more, Mr. Whitehall said. This 
is not just inflation, but is more a re- 
flection of better care. Blue Cross is 
supposed to pay the whole hospital 
bill, and member hospitals are not 
permitted to charge the patient any- 
thing extra above Blue Cross service 
benefits. As hospital costs go up, 
should not Blue Cross subscription 
rates go up too? he asked. 


Planned As A Monopoly 


When Blue Cross began, it had the 
idea of eventually becoming a mono- 
poly. It was a monopoly for a long 
time, as far as hospitals were con- 
cerned. If Blue Cross had become a 
monopoly, then rate regulation would 
have been a necessary thing. But Blue 
Cross did not become a monopoly. To- 
day in the voluntary health insurance 
field, vigorous competition is doing far 
more to benefit the general public 
than state or federal government reg- 
ulation could even accomplish. 

“If your company has its coverage 
through Blue Cross,” Mr. Whitehall 
asked, “are you really getting a bar- 
gain because you get a cheaper rate 
from the hospital? Or, are you helping 
to starve out the quality of hospital 
care in your community? 

“Tf, on the other hand, your com- 
pany is purchasing its hospital care 
through an insurance company by 
which you pay the regular hospital 
rates, are you getting your full dol- 
lar’s worth of hospital service? Or 
are you helping to subsidize the hos- 
pital against the losses it incurs on 
Blue Cross patients?” 

The hope of keeping prices and costs 
of health care within reasonable con- 
trol lies in making every individual 
conscious of what health care costs, 
and constantly concerned about keep- 
ing that cost to a necessary minimum. 


General American Life Hits 


$2 Billion Group In Force 
General American Life of St. Louis 


has passed the $2 billion mark of | 


group in force. Group life in force 
totaled $2,108,345,256 at the end of 
January. General American has 861, 
798 individual group life certificates 
outstanding under 1,552 master group 
life contracts. The company’s group 12 
force reached $1 billion in 1953. 
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QUALIFY FOR OUR MEXICAN CONVENTION IN MARCH 1959 


Sell the new 


EXECUTIVE 
Incentive Policy 


% Pays the Face Amount PLUS the Cash Value if death occurs prior to Age 65. 
* Policy Loans do not reduce the Face Amount in the event of death. 
% The perfect answer to the buy term & invest the difference’ buyer. 
% Premiums reduce at Age 65 but Face Amount remains unchanged. 


* The ideal policy for Split-Dollar sales; the beneficiary has 
a level amount of insurance to Age 65. 


* Liberal commissions. 











AGE 35—$10,000 Ask your local Central Standard 

Premium before Age 65—$251.60; After Age 65—$209.10 General Agent about this plan. If there 

Automatic Waiver of Premium Feature included in rate. is no General Agent in your territory, 

Year  DeathBenefit © CashValue Paid Up Value and if you have successful sales experi- 

2 $10,180 $ 180 $ 380 ence and want a General Agency of 

3 10,390 390 810 your own to sell this Executive Incen- 

5 10,840 840 1,680 tive Policy and other competitive 
10 11,960 1,960 3,560 Central Standard policies, write 

15 13,090 3,090 5,140 
20 14,130 4,130 6,320 NORMAN T. CARSON 
Executive Vice President 











CENTRAL STANDARD LIFE 
Trended 1905-2» INSURANCE COMPANY 


211 West Wacker Drive, Chicago 4, Ill. 
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HeNATIONAL UNDERWRITER 


Need, Outlook For Extending Dental Treatment 
Coverage In Health Plans Described At HIA Forum 


The need for including dental of- 
fice treatment in health insurance pol- 
icies and the chances of obtaining this 
coverage were described at the group 
forum of Health Insurance Assn. of 
America in Chicago. Principals of this 
discussion were Dr. Rudolph H. Fried- 
rich, secretary of the council of dental 
health of American Dental Assn., and 
Walter H. Stuek, general group un- 


of Travelers, whose paper 
John Hanna, general 


derwriter 
was read by 
counsel of HIA. 

Health insurance policies will have 
to cover dental procedures performed 
in the dentist’s office as well as those 
in the hospital to significantly benefit 
persons with protection against the 
cost of medical care, Dr. Friedrich, 
said. Unless dental office procedures 


are covered, “the use of hospitaliza- 
tion to comply with the contract will 
place an unnecessary burden on hos- 
pitalization insurance.” Along this line, 
he added that other controls should 
be investigated in order to prevent 
improper utilization of health insur- 
ance which covers dental services. 

He pointed out that methods of pay- 
ment, such as group purchase and 
budget payment, have stimulated the 
active interest of state dental societies 
in the development of counseling or 
mediating committees. He said these 





During 1957 more new recruits joined 
Northwestern National Life than in any 
previous year in the past decade. Our sales 
force was 10% larger on December 31 than 
at the start of last year. Forty-three percent 
of these new agents were men who were in- 
troduced to the company by other N/W 
National agents. This is another measure of 
the loyalty of our fieldmen and the regard 
in which they hold N/W National franchise 


and the opportunities it represents. 


N/W NATIONAL 


ife Insurance for Living 
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committees “have proved most suc. 
cessful in protecting such plans against 
improper utilization by the patient and 
the dentist.”” Such committee activi. 
ties have gained growing and whole. 
hearted support of the dental profes. 
sion and have not only protected 
health insurance programs but have 
returned an additional bonus in goog 
public relations. 

Dr. Friedrich noted that diseases 
treated by dentistry “are the same 
general categories of diseases for 
which the health insurance industry 
is developing convenient methods of 
payment through the application of 
the insurance principle.” He stresseq 
that these diseases are just as sus. 
ceptible to the application of the ip. 
surance principle when they occur in 
the mouth as when they occur ip 
other parts of the body. 

“The outstanding difference,” he de- 
clared, “is that when they occur jp 
the mouth, they are normally treated 
by a dentist. It would seem, then, 
that the insurance subscriber is ep. 
titled to the benefits of his health jn. 
surance in meeting the costs of treat- 
ment for these diseases on the basis of 
the nature of the disease, if the treat- 
ment was rendered by a qualified, 
competent doctor, and not on the bas- 
is of whether the practitioner was a 
physician or a dentist.” 


Sees No Further Extension 


Mr. Stuek did not foresee any fur- 
ther extension of dental coverage un- 
der health insurance policies in the 
near future and said it will probably 
await the development of usable sta- 
tistics, particularly with respect to in- 
cidence and costs. Whatever is be- 
ing done by companies to pay some of 
the charges associated with dental 
care or treatment is largely adminis- 
trative in nature. He said he has found 
no general admission of such practices 
in the group contracts he has re- 
viewed. “It looks like we have a gen- 
eral industry attitude of ‘watchful 
waiting,’ ” he observed. 

Regarding basic group hospital cov- 
erage, Mr. Stuek pointed out that 
many companies have taken a for- 
ward step in recognizing such charges 
when dental care is involved. He said 
he referred strictly to charges for room 
and board and special hospital serv- 
ices, excluding the services of the 
practitioner involved. 


Most Will Pay Dental Surgery 


In cases where basic group surgical 
coverage is involved, Mr. Stuek de- 
clared that most companies will pay 
for dental surgery, involving any truly 
operative procedure permitted in the 
surgical schedule, where it is required 
as the result of accidental bodily in- 
jury. However, he added that in these 
cases he did not mean extraction of 
broken teeth but rather operations re- 
quiring reduction of fractures of facial 
bones. 

A liberal approach, although slow in 
developing, is for a company to pay a 
surgery charge for a truly operative 
procedure performed by a dentist or 
oral surgeon, even though he is not an 
M.D., he noted. 


a Service Guide» 

















ACTUARIAL COMPUTING 
SERVICE, INC. 

1389 Peachtree Street, 

ge N. E., Atlanta 8, Georgia, 


P.O. Box 6192, Tel. 
TRinity 5-6727. 
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Conn. Mutual Life 
In Force Rises By 
Peak $282 Million 


Connecticut Mutual’s life insurance 
in force last year rose to $3,679,789,- 
900, up a record $282 million, exclud- 
ing additional coverage issued under 
500,000 supplementary agreements 
such as family income. Peak sales of 
$460 million, up $30 million, contrib- 
uted to the achievement. 

Total income for 1957 was $213 mil- 
lion, of which 57% was premium in- 
come. Earnings from investments ac- 
counted for $56 million, or 26% of the 
total, while the balance came from 
policy proceeds, dividends and other 
funds left with the company. 

The company paid $57 million to 
living policyholders, including $26 mil- 
lion in dividends. Death benefits 
amounted to $21 million, while $34 
million went to policyholders and ben- 
eficiaries from funds previously left 
with the company. 

Nearly $173 million went into new 
investments, at an average gross rate 
of return of 5.04%. The net rate on all 
invested assets after taxes rose during 
the year from 3.59% to 3.76%. Mor- 
tality continued at a favorable level. 
There were 2,881 death claims, with 
cancer and diseases of the heart and 
arteries again the leading causes of 
death. 

The company incurred $6.5 million 
in taxes. President Charles J. Zimmer- 
man commented: “There is an impres- 
sion in some quarters that life insur- 
ance is not heavily taxed, whereas as 
a matter of fact, funds going into life 
insurance are taxed more heavily than 
any other form of thrift and savings.” 

Of the $173 million in new invest- 
ments, $93 million went into bonds, 
$60 million into mortgages, $3.5 million 
into stocks, $1 million into real estate 
and $15 million into policy loans. 


Standard Of Oregon 
Sales Up 30% in ‘57 


Standard of Oregon recorded a 30% 
increase in new business in 1957 with 
a total of $124,861,160. The new busi- 
ness was made up of $28,354,160 in 
individual life and $86,507,000 in 
group. 

The company’s insurance in force 
at year end was $442,361,015, an in- 
crease of 32% during the year. Indi- 
vidual A&S sales increased 24% and 
group A&S was 96% above 1956. 

Payments to policyowners and ben- 
eficiaries were $5,423,372, an increase 
of 19%. In addition, a total of $3,336,- 
222 was added to _ policyowners’ 
Teserves and funds held for future 
payments. 

Assets at the end of 1956 were $69,- 
556,070, an increase of 6% over the 
previous year. 


Mich. Agents Form Local 


Tri-Cities (Grand Haven, Spring 
Lake and Ferrysburg, Mich.) Life 
Underwriters Assn. has been organized 
and has received its charter. Officers 
of the new local are Warren M. Moyer, 
president, and Leonard Hecksel, secre- 
tary-treasurer, both of Grand Haven. 
Directors are Martin Van Schelven, 
Fred Erhmann and Neil Vander Noot. 


Aetna Life ‘More Markets’ 
Ad Program Wins Citation 


Aetna Life won honorable mention 
for its “More Markets” advertising 
Program in the business, trade and 
professional advertisement class in 
the annual competition sponsored by 
Springfield, Mass., Advertising Club. 
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Equitable Society 
May Boost Common 
Stock Investments 


Equitable Society is thinking of in- 
creasing its investments in common 
stocks, President James F. Oates Jr. 
disclosed in his annual report to the 
board. 

In recent years, life insurance laws 
and management people have come 
to recognize that a limited amount of 
investment in common stock may 
serve the interest of policyholders by 
reducing the net cost of their insur- 
ance, Mr. Oates pointed out. The fi- 
nance committee and investment of- 
ficers have reached the conclusion that 
purchases of equities which meet high 
standards of quality and are within 
the quantity limitations imposed by 
the New York law will be regarded 
favorably when there is reasonable as- 
surance that yields obtainable from 
stock investments are attractive, hav- 
ing in mind the greater risk as com- 
pared with yields then available from 
fixed incomes securities. 


Other Items Reported 


Mr. Oates’ 1957 report noted that 
gross investment income last year was 
$356,117,000. After deductions for fed- 
eral income tax, real estate tax de- 
preciation and investment expenses, 
the net investment income amounted 
to $279,068,000, up 6.2%. The net rate 
earned on all assets, after investment 
expenses and charges but before fed- 
eral income tax, was 3.62% compared 
with 3.51%. The net return after taxes 
was 3.30% compared with 3.24%. The 
amount applied to dividends was 
$166,973,000, up 6.3%. 

Payments to. policyholders and 
beneficiaries, including dividends, 
amounted to $734,399,000, up 10.5%. 
Living policyholders received 70% of 
the total. 

For the first time, insurance pre- 
miums and annuity considerations 
amounted to more than a billion dol- 
lars. The total of $1,021,515,000 repre- 
sented an increase of 5%. 


The $20 million mark of insurance 
in force has been attained in Reliance 
Life of Atlanta’s first 31 months of 
operations. Goals for 1958 and 1959 
are $50 million and $100 million. 





Group Pension and Pro 








BANKERS 
DES MOINES. IOWA 





NOW IT’S POSSIBLE FOR YOU TO OFFER 
fit-Sharing Plans 
¢ 





For “the Butcher, the Baker, the Candlestick 
Maker’’ and other employers of small groups 


Here for the first time . . . as another pioneering service of 
Bankers Life Company . . . are the benefits of a tailor-made 
group pension plan for which nearly every employer can 
qualify . . . and at a cost commensurate with costs for similar 
plans heretofore available only to groups of 25 or more. 


A full range of choice to employers of small groups— 
Group Income Endowment, Deposit Administration Group 
Annuities, Whole Life with Endowment Maturity privilege, 
Conventional Group Annuities, Profit-Sharing Group An- 
nuities—opens a completely new market to you with realistic 
compensation for the agent of record. 


All this is backed by Bankers Life Company’s unexcelled 
service, machine accounting, progressive underwriting, 
actuarial service, and prompt preparation of individual 
proposals—prepared in many cases right in the field. 


Why offer your client less for his consideration? 
For Complete Information 
Ask our nearest Group Office or write 


COMPANY 


Licensed in all States. Branch Offices in Principal Cities in U.S. 















Safeguarding the Financial 
Security of the American 
Family Since 1883 





LAND, ILLINOIS 
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Unrealized Needs For Life Insurance Must 
Influence General Agency Goals: Zimmerman 


Agency objectives should not be 
determined solely on the basis of 
trends in the nation’s economy and in 
the life insurance business, President 
Charles J. Zimmerman of Connecticut 


4 
+ 
4 
. 


Vincent B. Coffin 


Mutual told a 4-day conference of gen- 
eral agents and home office executives 
at Boca Raton, Fla. 

Objectives for any agency, he said, 
should also be influenced by the 
ever-increasing unrealized need for 
life insurance. The most important 
single reason for buying life insurance 
is to replace the loss of income to the 
family due to the death of the bread- 
winner. In setting agency objectives, 
general agents must keep in mind the 
high purpose of life insurance and the 
vital service performed by the agent. 

Sometimes the choice to provide for 
oneself and one’s loved ones through 
a potentially long-range commitment 
to paying life insurance premiums 
must be balanced against ego recogni- 
tion, pleasure in use and pride in dis- 
play of some tangible possession, Mr. 





C. J. Zimmerman 





Zimmerman stated. In a broader sense 
the choice is between whether a man 
will rightly assume his responsibility 
to provide for himself and his family 
or whether he will unfairly place this 
burden on others. 

It is in helping men to make the 
right choice that the service of a well 
selected, well trained, well educated 
and conscientious agent plays a key 
role. By uncovering the individual’s 
needs for personal and financial secur- 
ity and by pointing out how much and 
what kind of life insurance is required 
to satisfy those needs, the agent helps 
him transmute insecurity into security, 
fear into faith, dependency into inde- 
pedence, he said. 

Vincent B. Coffin, senior vice-presi- 
dent, put in a plea for reversing the 
trend toward over-emphasis on the 
protection angle at the expense of the 
savings feature of life insurance. He 
placed the responsibility for raising the 
percentage of higher premium insur- 
ance sales squarély with the general 
agents. From a self-centered point of 
view, higher premium insurance makes 
it easier for new agents to earn 
adequate incomes, improves general 
agents’ earnings and gives the company 
more funds to work with in improving 
investment return. 

More important than these selfish 
reasons is the obligation to bring be- 
fore the public the savings advantages 
of permanent life insurance. 

“Although term plans are important, 
the public needs more permanent pro- 
tection,’ Mr. Coffin declared. “We 


must explain the value of the semi- 
compulsive savings feature of life in- 
surance. Without it millions of people 
wouldn’t be saving a dime.” 

“It seems to me that what happens 
to agents after we have put them 
under contract, in terms of success 
patterns, is infinitely more important 
for us to consider and act upon than 
perhaps were the decisions made upon 
appointment, based on aptitude testing, 
interrogation, etc.,” asserted Horace R. 
Smith, assistant agency vice-president. 

A quality agent calls for top quality 
training and supervision. The agent 
who knows he has the full support by 
way of ideas, help, guidance and office 
facilities can rise to almost any level. 


General Agent’s Role Described 


Although the agency, the home office 
and the public all share in the train- 
ing of the new agent, the ultimate 
responsibility lies with the general 
agent alone, Robert E. Proctor, super- 
intendent of agencies, pointed out. The 
general agent can delegate the tedious 
aspects of training but must retain his 
own identity as a trainer by furnishing 
the reasons why, the inspiration and 
the motivation. 

The area of advanced sales provides 
the greatest opportunities for upgrad- 
ing agents, said E. A. Starr, assistant 
agency vice-president. This area offers 
the greatest opportunity for developing 
an ever-increasing number of career 
agents whose incomes will be such that 
no other field of endeavor will offer 
the lure of greener pastures. It offers 
the greatest opportunity for the de- 
velopment of agencies which will 
secure more than their share of the 
available new business. 

James L. RusseJ], agency secretary, 
said a complete market potential had 
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Life Policy Payments 
Totaled $6,660,700,000 
In ‘57, Up $782,500,000 


Aggregate benefit payments from 
life policies in the U. S. last year were 
$6,660,700,000, up $782,500,000, accorg- 
ing to Institute of Life Insurance, 

Death benefits totaled $2,710,700,000 
up $291,700,000. This rise is primarily 
due to more life insurance in force anq 
not increased mortality. Living benefits 
totaled $3,950,000,000, up $490.8 mij. 
lion, reflecting the growing use of life 
insurance for living needs. 

In addition, benefits under Ags 
policies issued by life companies total. 
ed $2,067,600,000, up $311.7 million, ang 
brought total payments under both life 
and A&S policies to $8,728,300,000, up 
$1,094.,200,000. 





been made for each agency territory, 
Results were contained in a 5-part re. 
port which included an individualizeq 
comparison given to each general 
agent analyzing his agency growth in 
relation to the potential of his terri- 
tory. The study was developed because 
over-all expansion in population and 
buying power has not come in the 
same degree to every state or every 
general agency territory. It seemed 
worthwhile, he said, to develop statist- 
ical evidence of just where, what kind 
and how much economic growth has 
taken place in each territory in the 
last decade or so. 

Raymond W. Simpkin, agency vice- 
president, reported on 1957 sales and 
announced a new policy series. In- 
cluded in the sales figures was a sub- 
stantial increase in production from 
new agents, reflecting stepped-up re- 
cruiting. 
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symbol of living 
symbol of just rewards 
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symbol of the dreams of man 
symbol of hope, progress and faith 


BANKERS LIFE OF NEBRASKA 


is pleased to announce the adoption of the sower 
as its emblem. As a symbol it portrays every 


tenet upon which our business is built. As it reflects 


the pioneer spirit, it is particularly significant 


to our company which was founded in 1887. 
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LIFE INSURANCE EDITION 


Changes In The Field 


Mutual Of New York 
Curt M. Rosenberg and Stanley 
Rowen have been named managers of 
Mutual of New 


York at Newark 
and Beverly Hills, 
Cal., respectively. 
Mr. Rosenberg, 


manager for a 
year at Hacken- 
sack, N. J., suc- 





C. M. Rosenberg 


ceeds John J. Ma- 
hon, who recently 
was appointed di- 
rector of field - 
services. Mr. Ros- 
enberg was with 
Equitable Society 
at Newark from 
1948 to 1956. Mr. Rowen _ succeeds 
Patrick F. Koenigsberger, who becomes 
a brokerage supervisor of the agency. 
Mr. Rowen joined the home office staff 
in August to undergo special field 
management training. Before that he 
had been supervisor of Penn Mutual 
and Mutual Benefit Life at New York. 





Stanley Rowen 


Pacific Mutual 


Winston C. Profio has been named 
manager of the Philadelphia group of- 
fice. He will be replaced as manager 
of the Washington, D. C. group office 
by James B. Dame. Robert C. Thomas 
has been assigned as home office rep- 


resentative of the Houston group of- 
fice. Mr. Profio has been with Pacific 
Mutual since 1954, and Mr. Dame has 
been at the Los Angeles group office 
since 1955. Mr. Thomas was previously 
home office representative in the San 
Francisco group office. 


Pilot Life 


Wyatt Hanks Jr. has been named 
general agent of Pilot Life at Fort 
Worth. He has been with Southwest- 
ern Life at Middleton, Tex. 

J. F. Buttimer has been promoted to 
assistant general agent of Pilot Life 
at Savannah. He joined the company 
at Savannah in 1956. 

J. F. Bunson Jr., has been named an 
agency assistant in the agency de- 
partment. He has been with the com- 
pany at Florence, S. C. 

L. P. Scales has been promoted to 
superintendent in the Roanoke district. 
He has been with the company a year. 

D. B. Hite has been promoted to su- 
perintendent in the Norfolk district. 
He has been at Lynchburg. 


Ohio National Life 





Charles T. Cros- 
by Jr. has been 
named general 
agent for Ohio Na- 
tional Life at Fort 
Worth. For’ the 
past nine years he 
has been with 
American General. 


C. T. Crosby Jr. 


Indianapolis Life 


Archie L. Ro- 
berts Jr. has been 
appointed general 

in Lexing- 
Ky. He has 
in the life 
sales field since 
1954 and is a grad- 
uate LUTC. 

Elvin Fulks has 
been appointed 
general agent at 
Houston, Mo. He 
has been a life 
agent since 1953. 


Aetna Life 


Homer A. Maize has been named a 
supervisor in the Columbus agency 
directed by General Agent Burton C. 
Holmes. Mr. Maize spent eight years 
in management work with Travelers 
in Des Moines and Cedar Rapids, Ia. 

Richard M. Fee, general agent of 
Aetna Life at Kansas City since 1954, 
has joined A. H. Hiatt Jr. as a partner 
in the Minneapolis general agency. 
Max D. Shriver, field supervisor at the 
home office for two years, has been 
named general agent at Kansas City. 
Mr. Shriver, with Aetna since 1940, pre- 
viously was assistant general agent 
at Des Moines, instructor in the home 
office training school and associate 
general agent at St. Paul. 


Southland Life 


Jerry Thompson, formerly field as- 
sistant, has been named _ assistant 
manager of the Smith agency at Dallas. 
Mr. Thompson hs been with South- 
land Life since 1954. 


Protective Life 


New general agents of Protective 
Life are Hubert P. Gremillion at Dallas, 
former manager of Northwest Secur- 
ity Life at Dallas and previously with 
Texas Empire Life and Petroleum 


A. L. Roberts Jr. 
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Life: M. G. Williams, who has opened 
a life department in his general in- 
surance agency, and George P. Kirk- 
land, former manager of Woodman Ac- 
cident & Life, co-general agents at 
San Antonio; B. B. Owings at Green- 
ville, S.C., formerly with Palmetto Life; 
Charles B. Forman at Gadsden, Ala., 
former head of a brokerage agency 
in Attalla, Ala.; Miles A. Newburn 
at Monroe, La., formerly with Aetna. 
Life and Penn Mutual; and William 
J. Dowd at West Palm Beach, Fla., 
former director of Fort Worth agen- 
cies of General American Life and 
previously with Lincoln National in 
Chicago. 


United Benefit Life 


William B. Too- 
hey has been 
named general 
agent for Utah 
with offices at Salt 
Lake City. He has 
been with the 
company since 
1952, serving as 
district manager at 
Missoula, Mont., a 
member of the 
home office sales 
division, and man- 
ager for Wyoming. 





William B. Toohey 


John Hancock 


Raymond S. Calvert and Philip S. 
Godfrey have been named supervisors 
of field training in John Hancock’s 
southeastern and east central terri- 
tories, respectively. Mr. Calvert and 
Mr. Godfrey have been assistant dis- 
trict managers at Paterson, N. J., and 
Brockton, Mass., respectively. 


Prudential 

Harry J. Winer, staff manager of 
Prudential at Poughkeepsie, N. Y., for 
three years, has been appointed dis- 
trict manager at Hartford. Philip J. 





BANKERS LIFE OF NEBRASKA 


proudly 
announces 


Insurance in force now more 


than $500,000,000 


Only approximately 100 of the more than 
1,200 legal reserve life insurance companies in 
the nation have passed this milestone. 


Production for the year exceeded 


$100,000,000 


This figure represents a new business gain 
of 43% over the previous year. 






milestones passed in 1957 





RECORD FOR 1957 au figures are new all-time highs 


Assets 


Increase in Assets .............--- 


Insurance in Force .............. 


Increase in Insurance in Force ............ 


eteinws eC vecccccecccccccccccces ccc s oH l10, 990,403.78 


~-e-  10,943,316.44 
weeeeeee 037,491,951.00 
63,957,027.00 


Insurance Issued, Revived and Increased... 103,912,443.00 


Surplus held for Protection of 
Policyholders 


ecoeoeeeees eeeee 


8,033,617.77 


eeeeeee 


Total Payments to Policyholders and 


Beneficiaries during 1957 


eeoeeeee 


5,017,902.50 


eeeeeser 


Total Payments to Policyholders and 
Beneficiaries since 1887 ................ 118,162,036.50 


LINCOLN 


BANKERS LIFE OF NEBRASKA 
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Cistulli, a training consultant in the 
seuthern New England region since 
last year, has been named _ district 
manager at Hamden, Conn. Hugh 


L. Marshall Jr., a training consultant 
in the central Pennsylvania region, 
has been promoted to district mana- 
ger at Quakerstown, Pa. 

Clifford E. Rouse has been named 
manager at Stockton, Cal. He joined 
the company in 1950 at San Diego, 
and was named staff manager at Mar- 
ysville, Cal., several years later. In 
1957 he was appointed western train- 
ing consultant. 


HieNATIONAL UNDERWRITER 


Connecticut General 


The company has opened a branch 
at 104 East Cass street, Tampa, and 
appointed M. Wayne Fuller manager. 
He has been district manager at Bloom- 
ington, Ind. 


Great-West Life 

Three new assistant group super- 
visors have been appointed in Great- 
West Life’s group field force: J. J. 
Beechinor at Toronto; B. O’Dowd at 
Quebec; and F. B. Pinckard at Los An- 
geles. Mr. Beechinor had several years 


experience in group business before 
joining Great-West’s ‘toronto office 
last year. Mr. O’Dowd joined Great- 
West in 1950 at Quebec. Mr. Pinckard 
was a life agent before joining the 
company in 1956 at Los Angeles. 


Mutual Benefit Life 


Thomas A. Bittenbender has _ re- 
joined the William T. Earls agency, 
Cincinnati, after 2% years as Cincin- 
nati agency manager for Home Life. 
Before going to Home, he had been 
with the Earls agency for five years. 





General American Life 
advertisements in national 
business and news maga- 
zines were designed as 
aids to selling. Reprints 
with suggestions on how 
to capitalize on them — 
through pre-approach 
mailings and directly in 
sales interviews — are 
supplied to all full time 
career associates of the 
Company. 

There are many other plus factors 


to association with General Amer- 
ican Life. To learn about them write 


Frank Vesser, Vice President 
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... What he buys may also be the best for you. 


Good way to judge life insurance values is to see 
what the men in the business are buying. When 
your needs are similar you can usually bank 

on a best buy for you. 


So many insurance men select Economaster that 
we suggest you examine what this policy holds 


for you. 


It’s one of the lowest net cost preferred-risk life 
insurance policies anywhere. Written in amounts 


outstanding value. 


fe 


es 
iit 
— 


as low as $15,000, it includes provisions for 
retirement as well as permanent protection. 


Your General American Life representative will 
tell you why he finds Economaster such an 


GENERAL AMERICAN LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
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Northwestern Mutual 


Roswell H. Pickford, Jr., who has 
been an assistant director of agencies 
succeeded Kenneth M. Snyder as gen. 
eral agent at Omaha March 1. Mr 
Snyder, general agent at Omaha for 





R. H. Pickford K. M. Snyder 


the past 20 years, has asked to be re. 
lieved of his general agency responsj- 
bilities to devote his full time to life 
sales and to his personal clients. Mr. 
Pickford joined the company in 1938, 
in 1940, became a special agent ip 
Minneapolis for two years and then 
joined the Cedar Rapids, lIa., general 
agency, where his father was general 
agent for 26 years until his death in 
1951. In 1955, Mr. Pickford was ap- 
pointed assistant director of agencies 
at the home office. He is a CLU and 
past president of Cedar Rapids CLU 
chapter. 

Mr. Snyder, also a CLU, has headed 
the Omaha agency for the past 20 
years. As an agent he has been a con- 
sistent sales leader for the agency 
with a sales total of $12,646,000. Under 
his direction, the Omaha agency’s in- 
surance in force has risen from $32,- 
304,000 to $105,213,000. 


Lincoln National Life 


Eugene B. Bingham has been named 
general agent in Fort Wayne and 


northern Indiana to succeed Merlin 
J. Harrold who has retired. Mr. Bing- 





E. B. Bingham M. J. Harrold 


ham entered the business in 1952 at 
Charlotte, N. C., and after attending 
Southern Methodist Institute, taught at 
Purdue Institute. He joined Lincoln 
National in 1956 at Lafayette, Ind. 
John Bradshaw has been named 
general agent in Lafayette, replacing 





John Bradshaw W. H. Schwartz 


Mr. Bingham. Mr. Bradshaw, in in- 
surance for 12 years, joined Lincoln 
National Life in 1937. ; 

W. H. Schwartz has been appointed 
general agent in Lincoln, Neb. He be- 
gan insurance work in 1950 as agent 
at Madison, becoming a_ supervisor, 
and later, a supervisor of agencies 
and superintendent of agencies. 


Acacia Mutual 

Lloyd I. Tompkins has been ap- 
pointed unit manager of Acacia Mutual 
at Newark. He has been in the busi- 
ness six years. 
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LIFE INSURANCE EDITION 


Home Office Changes 


Northwestern Mutual 


Neal L. Creswell has been appointed 
as an assistant di- 
rector of agencies 
by the company 
as of March 1. Mr. 
Creswell transfers 
to the home office 
from Boise, Ida., 
where he has been 
a special agent. 
He became a 
special agent for 
Northwestern Mu- 
tual in 1953. Be- 
fore naval service 
in the Korean war, 
he was an agent 
with National Life 
of Vermont at Chicago. 





N. L. Creswell 


Bankers Life Of lowa 


James A. Pfaff has been appointed 
a field supervisor. 
He entered insur- 
ance in 1952 as a 
debit agent in 
Cleveland for 
Washington Na- 
tional, and in 1953, 
he became general 
agent there for 
Mutual Savings 
Life. Mr. Pfaff 
joined American 
National in 1954 
as. district man- 
ager at Cleveland 
and was. training 
director for that 
company prior to his appointment by 
Bankers Life. 





James A. Pfaff 


Bankers Security Life 


Edward S. Grandin has been elected 
assistant secretary of Bankers Secur- 
ity Life of New York. He heads the 
A&S department. Before joining the 
company last year, he was superin- 





tendent of the A&S department of 
43 Are Youa 
G 


Free 
Lancer’ 


Ve : 


. one of those versatile, 
rugged individualists who is 
frankly in this business for the 
money? 

Then we want YOU 


-.. and, when you learn about our 
astonishing new ‘'4-Star Contract”... 
You'll want US! 

Write (strictly confidential) to 

Evans M. Jacobson, Supt. of Agents 


Mutual Savings Life 


Opportunities in 
Arkansas, Indiana, 
lowa, Kentucky, 
Mississippi, 
Missouri, Ohio. 












St. Louis 12, Mo. 











Sun Office. He previously was superin- 
tendent of the group disability division 
of U.S.F.&G. and manager of the 
special risks department of Continental 
Casualty’s eastern and metropolitan 
New York division. 


Life Of Georgia 


Sam P. Hatch, secretary of Life of 
Georgia, has been elected a director. 
Roy E. Day has been named manager 
of actuarial services and L. Jefferson 
Stulce has been appointed assistant 
actuary. Mr. Hatch, a former examiner 
of the North Carolina department, has 
been with Life of Georgia since 1944. 
Mr. Day joined the company in i947. 
Mr. Stulce previously was with the 
actuarial firm of Bowles, Andrews & 
Towne. 


Equitable Society 


J. Erik Jonsson, president and a di- 
rector of Texas Instruments, Inc., Dal- 
las, has been elected a director of 
Equitable Society. 


Life & Casualty Of Tennessee 


G. R. Williams, vice-president in 
charge of the southeastern division of 
Life & Casualty of Tennessee since 
1946, has been named chairman of the 
division manager’s committee in the 
agency department. His division has 
led the company in eight of the 11 
years he has been division manager. 
James E. Rundle, assistant vice-pres- 
ident for a year, will head the group 
and reinsurance divisions. He has been 
elected vice-president. Robert K. Zelle, 
assistant agency vice-president since 
‘oining the company in 1956, has been 
named vice-president in charge of the 
agency department’s manpower de- 
velopment program. He was formerly 
a vice-president of Life of Missouri. 
In the investment departments, J. 
Porter Ellis Jr. was promoted from 
manager of the mortgage loan division 
to assistant vice-president in charge 
of mortgage loans; E. R. Dismukes Jr., 
from manager of the real estate divi- 
sion to assistant vice-president in 
charge of real estate, and John J. King, 
from loan supervisor to supervisor of 
the residential loans division. Mrs. 
Elizabeth Turner, acting director of 
the personnel department, was named 
director. G. Rhea Borum, acting man- 
ager of the policyowners’ service de- 
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partment, was named manager. Glenn 
W. Sitz, assistant auditor, was named 
supervisor in the ordinary auditing 
department. Promoted from junior to 
senior underwriters were Carter W. 
Brown, reinsurance division, and Clark 
H. Hutton Jr., ordinary underwriting 
department. A. E. Abbey was appoint- 
ed an attorney and T. R. Douglas was 
named assistant manager of the pol- 
icyholders’ service department. 


Western & Southern Life 


Albert F. Gardner has been named 
superintendent of general agencies in 
Western & Southern’s western divi- 
sion at Beverly Hills, Cal. Manager of 
Home Life’s Westwood (Cal.) office for 
the past two years, he entered the busi- 
ness in 1948 with Pacific Mutual Life, 
became director of management train- 
ing there in 1950, and assistant super- 
intendent of agencies in 1953. 


Occidental Of California 


Cyrus G. Shepard has been named 
director of brokerage sales, succeeding 
Joseph T. DuMoe, brokerage superin- 
tendent since 1951, who has retired. 
Mr. Shepard has been life manager of 
Swett & Crawford, general agent of 
United States Life, and prior to his 





aS a 





The television programs that The 
Prudential sponsors are educational in 
that they all deal with “facts”—docu- 
mented, indisputable historical facts. 

“You Are There,” “Air Power” and 
now “The Twentieth Century” have 
either recreated incidents of historical 
value or provided actual television 
coverage of important world events. 

To further supplement the informa- 
tive value of its programs, The 
Prudential provides a special educa- 
tional service — “Television Teaching 
Aids” — printed material specifically 





LIFE INSURANCE + ANNUITIES - 


You'll enjoy “The Twentieth Century,”’ Sundays, CBS-TV 






television 


teacher 





4 


(Ge 


‘¢ 


© 







eRe 











designed to assist the secondary class- 
room teacher in meeting the needs and 
interests of students. Each week these 
Teaching Aids are distributed nation- 
ally and many educators have come to 
rely upon them and look forward to 
receiving them. 

These “Television Teaching Aids” 
help bring television into the classroom. 
They help to incorporate television 
into a school’s everyday curricula. And 
they help to prove that television can 
be used as a source of mass education 
as well as mass entertainment. 


SICKNESS & ACCIDENT PROTECTION 
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The Prudential 


INSURANCE COMPANY OF AMERICA 


GROUP INSURANCE 


- GROUP PENSIONS 








appointment was vice-president of 
sales for Pacific Fidelity Life. From 
1946 until 1951 he was_ assistant 
home office brokerage manager and 
agency supervisor of Occidental. 


Mutual Of New York 


E. E. Franzese and Ralph E. Dix 
have joined the home office staff at 
New York to undergo special manage- 
rial training. Mr. Franzese has been 
senior assistant manager of the Myer 
agency at New York. Mr. Dix was as- 
sistant manager of New York Life at 


HeNATIONAL UNDERWRITER 


Connecticut Mutual 


William K. Krisher, actuarial as- 
sistant of Connecticut Mutual since 
1956, has been promoted to assistant 
actuary. He is an associate of Society 
of Actuaries. 


Kansas City Life 


Two field training supervisors have 
been added to the sales and training 
department—D. Gordon MacEachen 
and Virgil A. Schnieders. Mr. Schnie- 
ders has been with the company since 
1954 when he became agency super- 
visor for northeast Missouri. Mr. Mac- 


Kansas City. 


Eachen is joining Kansas City Life 
with previous experience as a personal 
producer. 


B.A.R.E. 


George S. Harris, director of group 
sales, has been promoted to group sales 
vice-president, and Horace B. Horton 
to railroad sales vice-president. Mr. 
Harris, who has had 26 years experi- 
ence in multiple lines, has been with 
Benefit Association of Railway Em- 
ployees for 10 years. Mr. Horton has 
been in life sales and training for 31 
years, the last 12 with the association. 
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Because women live longer, Connecti- 
cut Mutual premiums for women are 
now lower than those for men... on 
all regular life, endowment and term 
policies. On top of that, rates for women 
have been further reduced for policies 
between $5,000 and $10,000; and a 
larger reduction applies for policies 
$10,000 and over. 

@ For example, at age 35 the rate for 
$2,000 Ordinary Life for women is 
down 5.3% from the previous rate; 
down 9.3% for $5,000; down 11.2% 
for $10,000. 

And of additional importance, the 
cash values and dividends for women 
are the same as those for men, even 
though the premiums are less—making 
the sales picture even more attractive. 


| It’s easier now fo sell 
| 
| 
| 
I 


@ For example, the 20-year results 
on a $10,000 OL policy, with dividends 
applied, age 35, show a gain of $426.20. 
On the same amount, same age, 
Endowment-65, the 20-year gain is 
$907.60. On the same amount, same 
age, 20-pay life, the gain is $1,176.90. 
These are based on the 1958 dividend 
illustration scale, and are to be con- 
sidered as neither guarantees nor 
estimates for the future. 
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FOR THESE WOMEN 


@ Who need attractive savings plans with 
high cash values and low net cost. 


@ Who need protection for dependent 
parents or children. 

@ Who may have an estate tax problem. 

@ Who want to make gifts to college or 
charity. 

@ Who have an interest in a business. 

@ Who need “housewife” insurance that’s 
easy on their husbands’ pocketbooks. 

Ask your nearby Connecticut Mutual 

General Agent for illustrations at any age, 

any amount, any plan. 
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Business Men’s Assurance 


J. Kenneth Hig. 
don has beep 
named director of 
sales training by 
Business Men's 
Assurance, Ag 
sales promotion 
supervisor since 
1956, Mr. Higdon 
developed the 
company’s daily 
reference course, a 
training guide for 
new salesmen. 





*% 


J. K. Higdon 


New York Life 


William G. Copeland has been pro- 
moted to superintendent of agencies of 
New York Life. He will help super. 
vise the agency management develop- 
ment program and the Pacific zone. He 
joined the company at Philadelphia 
in 1948, becoming assistant manager 
in 1951 and associate manager in 1959. 
He was named manager at Philadel- 
phia in 1953 and at Camden, N. J., in 
1956. 


United Benefit Life 


Jack Eglsaer has been appointed 
manager of the newly formed service 
department of the group division. He 
joined the company in 1949 as field 
claim service man, and prior to his 
current appointment, he has been co- 
ordinator of the group division. 


Great Fidelity Life 


Paul Fisher, vice-president of Uni- 
fied Reserve, Indianapolis, has re- 
signed to take the general manager- 
ship of Great Fidelity Life there. He 
will assume the functions of Eldon 
Pavey who has resigned as president. 
Before joining Unified Reserve Mr. 
Fisher was treasurer of Indianapolis 
Life. 


Equitable Society 


Ralph E. Traber, associate actuary, 
Walter L. DeVries, senior research as- 
sistant, and Edward W. Chave, re- 
search assistant, have been named se- 
nior research associates of Equitable 
Society. 


PENINSULAR'-  LIFE—James DD. 
Renn, vice-president in charge of un- 
derwriting, has been elected vice- 
president in charge of insurance op- 
erations. Jack Quaritius, administra- 
tive vice-president, has been elected to 
the executive committee. Winston W. 
Goodner, assistant director of agen- 
cies, has been elected vice-president 
in charge of agencies. Eugene Or, 
president of Knight, Orr & Co., Jack- 
sonville general insurance agency, has 
been elected a director. 


COLUMBIAN MUTUAL LIFE— 
Charles A. Baker Jr. has been pro- 
moted to second vice-president and 
will continue as director of agencies 
which he has been since 1956. He has 
been with Columbian Mutual 11 years, 
serving as special agent, district agent 
and general agent in Alabama. 


FIRST NATIONAL LIFE of Phoe- 
nix—James F. Swanstrom has _ been 
named director of agencies. He has 
been branch manager in Cincinnati 
and Dayton for Commonwealth Life 
and was formerly with Pacific Mutual 
Life in field and home office positions. 


RICHMOND LIFE—James R. Dil- 
lenger, regional sales director of Vir- 
ginia and West Virginia, has been 
named superintendent of A&S agen- 
cies. C. P. Brown Sr. will succeed Mr. 
Dillenger as regional sales director. 


NORTHERN LIFE OF CANADA— 
H. L. Sharpe, general manager, has 
been appointed vice-president and 
managing director. He has been with 
the company since 1932, and was 
named to the board in 1956. 
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Sun Life of Canada 
representatives sold 


S17 
MILLION 
DOLLARS 


of life insurance during the 
past year, the largest amount 
ever sold by a Canadian life 
insurance company and a 
proud achievement for our 
entire field force. Sun Life in- 
surance in force now stands 
at: 


$7% BILLION 


Paid to Sun Life policyholders 
and beneficiaries in 1957: 
$155,111,192 


Total benefits paid to policyholders 
since organization: 


$3,295,955,574 


Dividends to be paid to 
policyholders during 1958: 
$34 million 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Coast to coast in North America 
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O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 






















g CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGY-AASSOCIATES 


ONE NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17,N.Y. 
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Canadian Agents Seek 
‘Professional’ Status 
In Continuing Studies 


Ninety-one percent of the members 
of Life Underwriters Assn. of Canada 
want the status committee to continue 
working toward the improvement of 
training, educational standards, ethics 
and licensing requirements for agents 
with a view to making the association 
more like a professional organization. 

This was learned in a survey con- 
ducted by the status committee, which 
reported at the recent 2-day annual 
general meeting at Toronto. The re- 
port, citing strides already being made 
in education and training, said studies 
of other trade and professional or- 
ganizations provided the committee 
with material valuable to the asso- 
ciation. 

The committee said the _ status 
study will require more research and 
work before specific recommendations 
can be made. The committee, formed 
a year ago, was directed to continue 
the study. Its first report evoked more 
interest than anything else at the 
meeting. 

C. A. Potter, Manufacturers Life, 
New Glasgow, N. S., was elected 1958 
president to succeed Stewart M. Scott, 
Canada Life, Winnipeg, and J. H. 
Peters, Manufacturers Life, Toronto, 
was elected chairman to succeed J. D. 
Mingay, Prudential of England, Toron- 
to. A president-elect was chosen for the 
first time. He is M. L. Levy, Imperial 
Life, Toronto, who will become presi- 
dent in 1959. 

The annual John A. Tory gold 
medal was awarded to W. D. Keachie, 
Canada Life, Toronto, as the out- 
standing CLU graduate of the year. 
The Fernand de Haerne CLU trophy 
went to the Calgary association for 
leadership in promoting the CLU 
study course. Halifax won the “totem 
pole” award as the best all-around as- 
sociation of the year. 

The association presented chartered 
life membership awards to Andrew J. 
Elder, London Life, Toronto, and Mr. 
Mingay as CLUs who have rendered 
outstanding service to the organiza- 
tion over a long period. 


Equitable Agents Assn. 
Elects 1958 Officers 


Equitable Society’s Agents Assn. has 
elected Elias Meieran, Cleveland, pres- 
ident for 1958; A. S. Freedman, Chi- 
cago, lst vice-president; Frank R. 
Enos, Portland, Ore., 2nd vice-presi- 
dent; Riley Waters, Los Angeles, secre- 
tary, and Gordon Cone, Los Angeles, 
chairman of the national membership 
committee. 

Executive board members are 
Thomas M. J. Hinchey, president of 
the New York chapter, and Maury 
Leventhal, New York; Courtenay Bar- 
ber Jr., Chicago; William J. Carlson 
and Howard Lowenthal, Philadelphia; 
Alfred Krampert, Kenosha, Wis.; 
Adrian Dehn, Minneapolis; Samuel 
Anson, Van Nuys, Cal.; Carl Rogers, 
Oakland, Cal.; Lena Steinberg, Bev- 
erly Hills, Cal.; V. E. Smith, Spokane; 
Emory Mulquin, Portland, Ore.; Calvin 
Baird, New Orleans; Fred Begale Jr, 
Boston; L. G. Le Favour, Detroit; Ted 
Olson, Salt Lake City; Clay Pooler, 
Albuquerque; Norris Crigler, Char- 
lotte; Charles Fisher, Atlanta, and 
Glen Gault, Cleveland. 


Addresses St. Louis A&H Men 


Gibson Wright, A&H general agent 
of Continental Casualty at Eau Claire, 
Wis., spoke on “Sales Angles” at the 
February meeting of St. Louis A&H 
Underwriters Assn. 








Same Sales 
But More Income 


Looking for ways to fatten up your annual income 10, 
15 and 20 years from now? Are you interested, in short, 
in a bigger income later on without sacrificing com- 
missions today? 


We invite your attention to Occidental’s new provisions 
for continuing commission payments after the 10th year 
on business produced under our brokerage agreements 
after January 1, 1958. (That's right now!) 


This plan permits you to have Lifetime Renewals and thus 
extends the earnings from your sales as long as you live 
and your business persists. Pays the usual vested com- 
missions for nine renewals and then also pays 3% on 
most plans after the 10th year. 


Every Occidental office has the details. It takes only $500 
of paid premiums in a calendar year to qualify for these 
long-time renewals on that year’s business. You can 
find out today. 


) ccidental Life 


INSURANCE COMPANY OF CALIFORNIA 
Home Office: Los Angeles / W. 8. Stannard, Vice President 





We pay Lifetime Renewals...they last as long as you do! 











MIAMI 


The finest place 








in the country for 
you and your 
family to live 


and work. 











Agent’s and General Agent’s contracts available to qualified men. 





Incentive Financing-Free Group Hospitalization and Life Bonuses. 


STOCK OPTIONS 
Send resume and photo to: 
Granville H. de Roode 


American Life Savings Insurance Co. 
2397 Coral Way Miami, Florida 
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List More Speakers For 
GAMC-NALU Program 


Lester S. Becker, general agent of 
Lincoln National at St. Louis; Edwin 
R. Jeter, field vice-president of Equi- 
table Society at Rock Hill, S. C., and 
C. Carney Smith, general agent of Mu- 
tual Benefit Life at Washington, D. C., 
will be among the speakers at the 
March 25 management program to be 
conducted by General Agents & Man- 
agers Conference at the March 23-27 


HeNATIONAL UNDERWRITER 


midyear meeting of National Assn. of 
Life Underwriters at Birmingham. 

Mr. Becker will draw some con- 
clusions from facts, figures, profits and 
losses in agency operations over a 20- 
year period. Mr. Jeter will discuss re- 
cruiting, building career men and 
keeping good men. Mr. Smith will look 
at future management problems and 
how to meet them. 

Other speakers, listed in the Feb. 22 
issue of THE NATIONAL UNDERWRITER, 
will be E. P. Horne, manager of Great 
Southern at Houston, and Stanford Y. 


Smith, director of manpower develop- 
ment and sales promotion of Liberty 
National. 


Boston Mutual Sales In 
1957 Were $72,358,157 


Boston Mutual life sales in 1957 
totaled $72,358,157. 

Life insurance in force totaled $373,- 
126,123, up $38,828,606. Assets were 
$60,268,031, liabilities were $55,976,607 
and the surplus account was $4,291,424. 
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TOP COMMISSIONS on 10 Leading Con- 
tracts, Vested Renewals, Higher Life- 
Time Service Fees, Liberal Overwriting 
and Liberal Agency Expense Allowance. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 
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OWN GENERAL AGENCY 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy- 
to-use Brain-Book and Brain-Kit. Your 
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PACKAGED TRAINING PLANS. New! 
Amazingly simple! Easy to use! 
eeeeA quick money-maker for new 
or old agents! 


Agency Building 
Opportunities in: 








THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Frederick E. Jones, Pres. 


Fred C. Adams, Sup’t. of Agents 





Alabama, Arizona, California, Delaware 
Florida, Georgia, Illinois, Indiana lowa, 
Kansas, Kentucky Maryland, Michigan, 
New Jersey, North Carolina, Ohio, Penn- 


sylvania, Texas Virginia, Wash 
: : ington D 
and West Virginia ; " 
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Claim Men Hear 
Life, A&S Claim Pane] 


Problems in handling life and Ags 
claims were discussed at the Febry. 
ary meeting of Chicago Claim Aggy 
by a panel answering questions sup. 
mitted by members in advance. 

Contestability is one big problem jp 
handling life claims, Fred H. Kemp 
Prudential, stated in his opening re. 
marks on ordinary life. Until recently 
he said, it has been necessary in Ili. 
nois to prove intent to deceive in addj- 
tion to material misrepresentation jn 
a policy application in order to con. 
test a claim. This was changed by a 
decision in the case of Campell ys 
Prudential which stated that proof of 
material misrepresentation alone js 
sufficient. 

Before answering specific questions 
on group A&S claims procedures, Rob- 
ert J. Poblocki, Lumbermens Mutua] 
Casualty, described some of the dif. 
ferences between group and individual 
contracts which might cause claim 
difficulties, maintaining that group 
has fewer exclusions, there are gen- 
erally no waiting periods except for 
maternity benefits, and past history 
is not a factor. There is seldom a 
question of over-insurance on group, 
and major medical is the only group 
coverage where over-utilization may 
become a problem, although a deduct- 
ible reduces this danger somewhat, he 
added. 

Elmer J. Rasmussen, Continental 
Casualty, described the dental surgery 
and administration of anesthetics rider 
recently added to Continental A&S 
policies as an example of how han- 
dling of claims sometimes leads to 
changes in a company’s underwriting 
practices. He said that Continental, and 
undoubtedly many other companies, 
has been honoring claims of this type 
for some time before the rider was 
issued. 

Kenneth C. Berry, Lumbermens 
Mutual Casualty, president of the as- 
sociation, was moderator for the pan- 
el. 

Several questions on claim pro- 
cedures under the family policy were 
answered by Mr. Kemp. These in- 
cluded: 

What is the effect of simultaneous 
deaths under the usual family poli- 
cies? 

This contingency can be _ covered 
by policy provisions so that all bene- 
fits would end in the estate of in- 
sured. The policy should indicate only 
one insured, all others covered as in- 
sured’s wife or child. In the absence of 
this provision, legal precedence and 
simultaneous death statutes would 
rule. 

Does your company pay the wife's 
share on the husband’s life under si- 
multaneous death? 

Yes. 

Who 
claim? 

We pay respective estates by agree 
ment, if possible. : 

On a _ bDinding-receipt application 
for a family policy, a medical was 
requested on the father. Before a 
examination could be completed, 4 
dependent child died. Is there any 
liability? 

If medical or other underwriting 
material were acceptable for issue of 
the policy, such a claim would be paid. 
If material were unacceptable, result- 
ing in rejection of the application, the 
claim on the child should be denied. | 

If a claim on a dependent child 
has been paid under a family policy, 
and a subsequent claim on the mW 
sured father disclosed misrepresenta- 
tion, are we estopped from denying 
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payment during the contestable pe- 
riod? 

Consensus of opinion is that de- 
fense is not foreclosed through es- 
toppel. However, it seems to us that 
as the original claim is entirely “clean” 
and there is no indication of treat- 
ment prior to application date, or the 
condition was not apt to be of long 
duration, we have no obligation to 
contest that claim. The subsequent 
claim might then be considered on its 
merits and appropriate action taken 
based on the facts at hand. 

Other questions discussed by 
Kemp included: 

When there is a request for reissue 
of a policy where evidence of insur- 
ability is required for reissue, is any 
part of the reissued policy considered 
contestable because of misrepresenta- 
tion in the application and evidence of 
insurability submitted by insured? 

Generally speaking, where evidence 
of insurability is necessary and health 
questions are answered, the reissued 
policy may be considered contestable. 
If no health representation is made, 
the question of contestability might be 
considered academic. 

In the case of a standard group life 
policy with a 31-day conversion privi- 
lege, is there any company practice 
whereby a former insured applying 
for conversion information on the 31st 
day will be granted an additional rea- 
sonable period of time to satisfy the 
formalities? 

Company practices differ. The liberal 
application would take cognizance of 
unavoidable delays, and such exten- 
uating circumstances as some defi- 
nite expression of interest to convert 
within the 3l-day period, no knowl- 
edge by employe that he had con- 
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© Choice territory for General Agents 
in Midwest, Southwest and West 


@ All-American Contract for Agents 
@ Recruiting Aids and Help 

@ Proven Financing Plans 

@ Money-Making Package Sales 

@ Home Office Training Schools 


© Regional Sales Meeting 


A Friendly General Agency 
Company 
Write to 
H. S. McCONACHIE 
Vice President 
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version rights, no group certificate in 
existence to establish convertibility, 
and others. 

Should a person with coronary be 
considered totally disabled for life? 
How frequently should he be seen by 
an investigator? 

Prudential’s experience with coro- 
nary proves that the vast majority re- 
cover, especially if reasonable activity 
is started as soon as practical. The 
mere fact that a person has suffered 
a coronary should not, of itself, be 
considered cause for total disability. 
The normal activity of the person, 
his frame of mind, his enticement to 
return to normal living habits, etc., 
frequently play an important role in 
his eventual resumption of activities. 
The frequency of contact should be 
analogous to what your procedure 
would be on the normal disability case. 
It will vary from claim to claim. 


Bankers Of Nebraska 
Selects Trademark 


After study and search for an em- 
blem which would symbolize not only 
the character of the company but the 
life insurance profession in general, 
Bankers Life of Nebraska has an- 
nounced the adoption of The Sower 
as its official trademark. 

The design of the trademark, which 
depicts The Sower striding across the 
outline of the state of Nebraska, is 
based upon Millet’s famous painting 
of The Sower and Lee Lawrie’s heroic 
statue of The Sower atop Nebraska’s 
famous state capitol. 


Adoption of the new trademark 





comes at a significant time in the his- 
tory of Bankers Life. Within the last 
year, the company has passed three 
important insurance milestones: As- 
sets over the $100 million mark; in- 
force over $500 million; and new pro- 
duction of more than $100 million dur- 
ing 1957. 


New Home Office 


The company is preparing to move 
into a new home office building late in 
1958, which it is said will be the larg- 
est office building occupied by a sin- 
gle company in Lincoln. 

“The Sower was selected as our 
trademark,” said H. S. Wilson, presi- 
dent, “because it is symbolic of every 
tenet upon which our business is built. 
Since the beginning of recorded his- 
tory, the sower of seeds has sym- 
bolized man’s hopes and dreams for 
the future.” Also, ‘““As a symbol of the 
pioneer spirit, it is appropriate that 
we adopt the sower as the identifying 
emblem of Bankers Life which was 
founded in 1887. Our progress over 
the years leads us to look ahead to a 
future filled with promise.” 
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FOR THE MAN READY FOR 





General Agent Responsibility 


Seattle, strategically located in the prosperous 
Pacific Northwest, holds a splendid opportunity for 
the qualified man ready for General Agent Responsi- 
bility. Here’s a distinct opportunity for making a 
profitable lifetime career connection. National Re- 
serve Life, one of America’s fastest growing companies 
with over $222,000,000 Insurance In Force, is continu- 
ing its big expansion program from California to 
Florida. 

Tested sales aids plus complete home office cooper- 
ation are assured. Write now for information—corre- 


spondence in strict confidence. 





H. O. CHAPMAN, 
President 
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NATIONAL RESERVE LIFE INSURANCE COMPANY 


TOPEKA + SIOUX FALLS 
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Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 








Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


_ I am interested in your service. Please send further 
information, at no obligation to me. 


Mail this 
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Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


= The 
3 FIDELITY MUTUAL 
= LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 












Che knows 


From firsthand experience, 

the wife of a Liberty Life 

representative knows that / 

her husband can count on— 

e basic and advanced 
training 

@ a good income 

e opportunities for promotion 

e liberal group and pension 
benefits 

Behind him and her is 

Liberty Life’s 53-year record 

of growth and progressive 

management. 


LIBERTY LIFE 
INSURANCE COMPANY 


Greenville, South Carolina 


LIBERTY 


FINANCIAL FREEDOM FOR THE FAMILY 





Reports Medicare 
Costs Government 
Less Than Anticipated 


The cost to the government for that 
part of the medicare program being 
administered by Mutual Benefit H. & 
A. is running less than was agreed 
upon, John J. Wrahetz, medicare ad- 
ministrator of the Omaha company, 
disclosed at the annual group forum of 
Health Insurance Assn. of America 
recently at Chicago. 

In June 1957, Mr. Wrabetz noted, a 
negotiated rate of $1.43 per claim was 
agreed upon between the government 
and the insurance company. By the 
end of 1957, he reported, the company 
experience indicates that the cost to 
the government for providing medical 
care to dependents of military person- 
nel is now less than $1.30 per claim, 
a saving to the government of over 
10%. 


Freedom To Choose 


One of the most significant features 
of medicare, Mr. Wrabetz observed, is 
the freedom given the dependent in 
choosing between military and civilian 
medical facilities for treatment. Inso- 
far as use of civilian facilities is con- 
cerned, he added, the dependent “is 
given full freedom to choose any 
doctor or hospital who will agree to 
handle them under the program.” 

Medicare is designed to provide not 
the most expensive service, nor least 
expensive, but good medical-hospital 
service, Mr. Wrabetz explained. Under 
the program, hospitals are reimbursed 
at their regular rate for semi-private 
facilities. In cases where hospitals 
have just private room accommoda- 
tions available, 90% of such room 
charges, up to $15 a day, are paid. 
Hospitals have been very cooperative 
in the administration of the medicare 
program, he said. 


Only Spouse, Children Eligible 


Only the dependent spouse and un- 
married children are eligible for care 
in civilian facilities, he said, remarking 
that some hardship and ill will has re- 
sulted because some parents of mili- 
tary personnel thought they were elig- 
ible for civilian hospital care under the 
medicare program. However, Mr. Wra- 
betz said, the new dependents’ identi- 
fication card now in use should correct 
this situation. 

In its first year, medicare has met 
with quick acceptance among more 
than 2 million dependents of service 
personnel, Mr. Wrabetz reported. In 
the first year of operation, Mutual 
Benefit H. & A. handled 106,000 hos- 
pital claims with a total dollar value 
of over $11 million. Present indications 
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are that claim volume should leve] off 
between 10,000 and 12,000 claims a 
month, he added. 

Studies conducted by the office fo, 
dependents’ medical care indicate tha 
80% of cases sampled were for treat- 
ment of women—the other 20% con. 
sisting mainly of male children under 
14 years of age. Air Force dependents 
are giving medicare the most usage 
accounting for 40% of the claims sub.. 
mitted nationally from Dec. 6, 1956, to 
July 1, 1957. Navy dependents fo). 
lowed with 30%, and dependents of 
Army personnel submitted 27% of 
total claims. The Public Health Service 
accounted for 2.3% of the total claims 
submitted. 

Mr. Wrabetz concluded that medi- 
care has been generally well accepteg 
by physicians and hospitals, as wel] 
as the dependents of the uniformed 
services. It is helping many depend- 
ents who would otherwise have been 
unable to receive medical care in milij- 
tary hospital facilities and is reaching 
an ever greater number of hospitals 
and doctors. 


LIAMA Names Yost To 


Company Relations Post 


Philip H. Yost, until recently senior 
agency assistant of Connecticut Gener- 
al, has been named 
a consultant in 
LIAMA’s company 
relations division. 

Mr. Yost entered 
the business with 
Provident Mutual 
at Hartford in 1934 
and joined Connec- 
ticut General two 
years later to do 
personnel work. He 
was put in charge 
of the college re- 
cruiting program 
in 1945 and was transferred to the 
agency department in 1956. 





P. H. Yost 


Name Trangmar Chairman 
Of College Exam Board 


Earl R. Trangmar, 3rd vice-president 
of Metropolitan Life, has been appoint- 
ed chairman of the examination board 
of American College to fill the vacancy 
created by the death of James E. 
Bragg, who was manager of Guardian 
Life at New York. 

Mr. Trangmar has been a member 
of the examination board since its 
formation in 1944 and since the same 
year has been a member of the joint 
committee on public relations of the 
college and American Society. 
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for 1956. 


creases. 


+New business “figures include $390,013,983 of reviva 





LIFE INSURANCE EDITION 


SHOW 1957 INSURANCE RESULTS 


1957 1956 1957 1956 
New New Increase in Increase in 
Business Business Insurance Insurance 
In Force In Force 
$ $ $ $ 
970,001,226 1,034, 180,758 988,231,071 1,112,001,295 
947,588,496+ 804,932,290; 636,516,823 542,878,037 
301,971,952 112,443,144 192,029,175 136,074,840 
80,161,331 20,082,363 66,891,683 14,788,913 
... 306,159,688* 284,884,703 358,976,099* 257,467,015 
National L. Iie -tahssadabeisintdieatanuabiilieaas 1,091,668,492 965,093,765 371,727,932 347,171,294 


*In 1957 company changed to a true commuted value basis for issue and in force figures for 
decreasing term insurance. 1956 new business figure includes $17,790,412 of revivals and in- 


ls and increases for 1957 and $301,136,346 








Complete Program For 
N.Y. C. Sales Congress 


Plans have been completed for the 
annual all-day sales congress of New 
york City Assn. of Life Underwriters 
March 13 in the Hotel Sheraton-Astor. 

Arno H. Johnson, vice-president and 

gnior economist of J. Walter Thomp- 
jon advertising agency, will open the 
afternoon session with.a talk on “Blue- 
print for Tomorrow.” Joe Thompson 
jr, Northwestern Mutual, Nashville, 
will tell why “The Hard Way Is the 
Best Way.” “Let’s Disintegrate the 
Sales Barrier” will be the topic of 
James E. Rutherford, vice-president in 
charge of the Chicago home office of 
Prudential, who will be the final 
speaker. 
Speakers at the morning session 
will be Rudolf Leitman, New York 
Life, Detroit, William A. Garrett, sales 
engineer of American Telephone & 
Telegraph Co., and Andrew A. Adinol- 
fi, regional director of agencies of John 
Hancock at Philadelphia. 


Bentsen To Cincinnati Agency 


CINCINNATI—Harry Bentsen, who 
has been head of the proposal division 
of the retirement and special plans de- 
partment of Continental Assurance at 
the home office, is joining Continental 
Associates here. He will be in charge 
of employe pension and profit sharing 
activities. Continental Associates, of 
which C. R. Schlotman is president, 
will move into its own office building 
at 310 Terrace avenue about April 1. 


Tex. Liquidator Resigns, 
Judge Succeeds Him 


AUSTIN—J. D. Wheeler, liquidator 
of the Texas department for four 


years, resigned last week, explaining 
that he can no longer work with the 
“difference of opinion” dealing with 
appointments of his chief counsel in 
various proceedings. His successor, ap- 
pointed by Commissioner William A. 
Harrison, is Judge James M. William- 
son of Fort Worth, who took office 
March 1. 

Mr. Wheeler, in his letter of resig- 
nation, pointed out that the Texas su- 
preme court failed to clarify the right 
of appointment in a recent opinion by 
holding that an Austin district judge 
was within his authority in naming a 
liquidation counsel after the old board 


of commissioners had failed to appoint 


a counsel for a case in his court. This 
and other “differences of opinion” 
made it impossible for him to continue 
as liquidator, said Mr. Wheeler. 

The liquidation division has recently 
been under severe attack by a special 
investigating committee of the Texas 
senate, which now plans to recall Mr. 
Wheeler for further grilling at another 
session. 

Judge Williamson, except for 10 
years as judge of the 111th district 
court, has been practicing law since 
graduation from the University of 
Texas in 1931. Among his clients are 
several fire, casualty and life com- 
panies. 





college senior plan. 
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Watter H. Huent, President 


and family policies. 








»ENCY OPPORTUNITIES in Colo., Fla., IIl.. Ind 





Indianapolis Life provides its agents and general agents with liberal commissions 
. . life-time service fees . . . hospitalization and major medical benefits . . . group 
life... and a non-contributory pension plan. A substantial training allowance is also 
provided, together with ALL the tools for building a successful, profitable agency— 
including: 1 Career compensation plan and production incentive agreement for new 
men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
ness and tax seminars. 5 Check-o-matic and premium deposit plans. 6 Special 


A complete line of competitive life, accident, sickness, hospitalization, major medical 


Arnotp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


la., Ky., Mich., Minn., 


Manhattan Life ‘57 
Ordinary Sales Hit 
Peak $114,272,974 


Manhattan Life’s 1957 ordinary life 
sales totaled a record $114,272,974, up 


$12,194,224. 


Total new business, including group 
life, wholesale, membership, revivals 


and increases, was $247,602,024. 


was the second successive year that 


volume exceeded $200 million. 


Insurance in force reached a peak 


$1,062,777,226, up $184,399,786. 


Admitted assets rose to a high of 


$139,651,461, up 8%. 


Aetna Awards Trophies: 
To 10 General Agencies 


Aetna Life general agencies which 
have won 1957 president’s trophies 
are Chapman at Cleveland, Fuchs at 
Denver, Mann & Fields at Jackson- 
ville, Fee at Minneapolis, Bikoff at 
New York, Babcock at Philadelphia, 
Fraser at Saginaw, Twyman at San 
Antonio, Smith at St. Louis, and Hill, 


Carson & Associates at Toledo. 


Jefferson National 
Adopts Guaranteed 
Insurability Rider 


Jefferson National Life has adopted 
a new policy rider to guarantee future 
insurability of the purchaser without 
regard to his health or future occupa- 
tion. Persons between ages 0-37 can 
be insured or insure themselves for 
their future insurability for amounts 
up to $60,000. 

E. Kirk McKinney, president of Jef- 
ferson National Life, said that this 
new policy rider was brought out “to 
meet the popular demand,” and that 
“this is the first time that the problem 
of insuring insurability has been an- 
swered.” 


Quaker City Sets Stock Dividend 
Quaker City Life of Philadelphia has 
declared a 5% stock dividend and a 
semi-annual 75-cent cash dividend, 
both payable April 15 to holders of 
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HeNATIONAL UNDERWRITER 


Editorial Comment 
Why Industrial Production Is Down 


Edwin W. Craig, chairman of Nation- 
al Life & Accident, made a significant 
observation when he said in his re- 
cently published r2port to stockhold- 
ers: “The total weekly collectible deb- 
it in the industrial department stood 
at $1,848,981 at the end of the year. 
This represented an increase in the 
weekly premium account of $54,755— 
where $91,576 of increase was made 
in 1956. This unfavorable comparison, 
of course, merits additional comment 
and expianat on. 

“Last year in this report it was 
pointed out to you that our inflat.on- 
ary economy with its attendant rise 
in standards of living, had produced 
declining records in industrial insur- 
ance—a common experience among 
combination companies. In our own 
company, this general trend continued 
at an accelerated pace, as reflected in 
our comparative records. New indus- 
trial premiums issued decreased as 
the inflated incomes of our buyers 
made the larger amounts of insurance 
and less frequent-paying arrange- 
ments in ordinary insurance increas- 
ingly attractive. 

“This relative decline in industrial, 
as compared with ordinary, does not 
mean that our agents are having to 
go into an entirely new and different 
market. Rather than a shift in the 
market, it is to a considerable degree 
a shift in the needs and desires of 
the same market we have been serv- 
icing for so long. More and more 
workers are being compensated on a 
monthly basis, and more and more 


people are settling their obligations 
for all sorts of things through month- 
ly payments. To a considerable degree, 
therefore, it represents a preference 
for paying premiums monthly instead 
of weekly, plus a need for slightly 
higher amounts of insurance. Many of 
the same policyholders are carrying 
monthly policies, who once would 
have been prospects for weekly in- 
surance, or who owned weekly poli- 
cies.” 

This, the most significant and pro- 
nounced change in the experience of 
the industrial and combination com- 
panies, has been going on for about 
three or four years. It first manifested 
itself in the definite trend toward 
monthly debit ordinary, which result- 
ed in many combination companies 
increasing their ordinary markedly, al- 
though this business was written on 
the industrial debit. Then in 1957 came 
the family policy and its remarkable 
popularity and sale. As a consequence, 
the figures now being published on 
1957 operations do not in themselves 
tell the whole story. They show a de- 
cline in industrial and an increase in 
ordinary, but much of the ordinary 
increase is being written by the same 
men on the same industrial debits. 
They have found that the ability of 
their prospects to pay for larger poli- 
cies and to make monthly, rather than 
weekly payments, has brought what 
appears to be a permanent change to 
the man on the debit—Howard J. 
Burridge. 





Personals 


William P. Worthington, president of 
Home Life of New York, observed his 
25th anniversary 
with the company 
at a dinner given 
by the vice-presi- 


dents and other 
senior manage- 
ment executives. 
They presented 


him with a desk 
set and, on behalf 
of the company, a 
travel clock. Home 
Life Managers 
Assn. gave him a 
personalized, hand- 
tooled and leather-bound volume en- 
titled “The Worthington Story,” con- 
taining pictures and other mementos of 
his 25 years with Home Life, and a 
large packet of congratulatory letters 
from field and home office associates. 





W. P. Worthington 


Norman H. Nelson, vice-president 
of Minnesota Mutual Life, will head 
the advance gifts division of the can- 
cer fund drive in St. Paul. 


Hunter Holding, 2nd vice-president 
of Equitable Society, addressed the 1958 
planning conference at Washington 
sponsored by the U. S. Chamber of 
Commerce and transportation trade as- 
sociations. 


Henry E. North, 
Metropolitan Life’s 


vice-president in 


charge of Pacific 


coast head office, has been elected 
foreman of the newly inducted San 
Francisco grand jury. 


Theodore S. Burnett, president of 
Pacific Mutual Life, has been elected 
a trustee of Claremont (Cal.) College. 


Burton M. Langhenry, 2nd vice-pre- 
sident and director of public relations 
of Acacia Mutual, recently addressed 
Northern Virginia Builders. Assn. on 
the topic, “Are Your Public Relations 


Showing?” 
S 
Deaths 


REYNOLDS POMEROY, 64, presi- 
dent of the New York general insur- 
ance agency bearing his name and 
general agent of Provident Mutual 
Life, d:ed of cancer at Harkness pavil- 
ion at New York. He had been in in- 
surance for 45 years. 


ORVIS B. JOSEPH, 77, chairman 
of Northwestern Life, died of a heart 
attack at his home in Seattle. Before 
entering insurance he had been a meat 
packer for almost 50 years. 


ANTHONY W. FITZGERALD, 45, 
counsel and director of the Underwriter 
Printing & Publishing Co. and editor 
of insurance court decisions of The 
Weekly Underwriter, insurance trade 
paper at New York, died at Methodist 
hospital in Brooklyn after a short ill- 
ness. He joined the company as ad- 
vertising manager in 1944, became as- 
sistant editor of its legislative infor- 
mation bureau in 1945 and was ap- 





pointed counsel and court decisions 
editor in 1950. 


JULIUS O. MELIN, 79, recently re- 
tired chief examiner in the Minnesota 
insurance department, died in St. Paul. 
He spent 44 years in the state service 
and had been chief examiner since 
1951. 


RICHARD E. FOREST SR., 65, 
district manager at Yakima, Wash., 
for Metropolitan Life, died. He had 
been with the company for 29 years, 
and had just retired in January. 


MRS. AVELLA HAY, wife of S. J. 
Hay, president of Great National Life, 
died at Dallas following a long illness. 


WILL D. SWEET, 71, died at home 
of a heart attack, at Seattle. He was 
with New York Life there for 20 years 
before his retirement. 


GEORGE L. HARRISON, 71, former 
president and chairman of New York 
Life, died of a stroke. He was also a 
former head of the Federal Reserve 
bank of New York. Mr. Harrison was 
law secretary to the late Supreme Court 
Justice Oliver Wendell Holmes. In 
World War II, he was special consult- 
ant to Secretary of War Stimson and 
he won the Medal of Merit for work on 
an interim committee for development 
and use of the atomic bomb and atomic 
energy. 





Must Sign Register 
When Making Call 


On Texas Department 


AUSTIN—In compliance with the 
new Texas law on registration of lob- 
byists and business callers, the Texas 
department has issued orders requir- 
ing registration of all visitors at de- 
partmental headquarters. 

The registration form shows name 
and address of registrant and of the 
firm or association represented; the 
proceeding or other matter involved; 
whether the registrant has received or 
expects to receive anything of value 
for his services, and the date. The law 
takes note of certain exceptions, such 
as those seeking information or taking 
part in a public hearing. 

The department’s situation is com- 
plicated as offices are scattered over 
nine floors of the International Life 
building, with no central reception 
desk. This means that visitors will be 
required to register on each floor 
where they make contacts. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, March 4, 1958 


















Bid Asked 
Aetna Life 185 190 
Beneficial Standard ...........000 15 16 
Business Men’s Assurance ......... 60 63 
Cal.-Western States .......... 93 
Columbian National...... 716 
Commonwealth Life .. 20% 
Connecticut General ...... 253 
Continental Assurance 116 
Franklin Life _............... 6912 
Great Southern Life ...........00.... Bid 
Gulf Life 20% 21% 
Jefferson Standard 2.0... 71 73 
Kansas City Life .... 1230 1275 
Liberty National Life 29 3012 
Eile: Se COBUAty soc scccesesisssssssocernsese 18% 1912 
Lille OF VIC BIDIA .nceccecescccosocesscccesces 94 97 
Lincoln National Life ................ 187 190 
National L. 8 A. wcceccccseseseseees 79 81 


North American, Il. ............... 18% 20 











Nw National Life ...0.........cccccceee 73 77 
Ohio State Life ou. 250 265 
MODNGN MRUNE EIT. os aoscscscsevastbbcereckocses 41 44 
Republic Natl. Life 38 41 
Southland Life ........... 76 80 
Southwestern Life 2.0.0.0... 99 103 
Travelers 76 I1'% 
United, Ill. 2312 2412 
U. S. Life 29 31 
West Coast Life 00... eee 35 3742 
Wisconsin National Life ............ 68 71 
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fo Discuss Multiple 
Agencies Concept At 
[[AMA Conference 


Markets and profits and the multiple 
agencies concept will be discussed at 
the first day’s session of LIAMA’s 
agency management conference March 
11-19 at the Edgewater Beach hotel in 
Chicago. ; : 

Norman T. Carson, executive vice- 
president of Central Standard and 
committee chairman, will deliver the 
keynote address at the March 17 
morning session. Harry H. Stewart, 
president of West Coast Life, will dis- 
cuss markets and profits. Multiple 
agencies, a new concept working suc- 
cessfully for General American, will 
ye explained by Frank Vesser, vice- 
president of that company. 

Workshops will be conducted in the 
afternoon. Max S. Bell, vice-president 
of Continental American, will moder- 
ate a discussion on getting value from 
agency department records. A work- 
shop session on convention practices 
will be moderated by Kenneth W. 
Cring, vice-president and superinten- 
dent of agencies of Pacific National. 
Brice F. McEuen, vice-president and 
agency director of Lamar Life, will 
conduct a session on making a com- 
pany agency-minded. 


List Other Speakers 


R. W. Donaldson, vice-president and 
manager of agencies of Pilot Life, will 
speak on “No More Debit Balances” 
at the March 18 morning session. Mul- 
tiple line selling will be discussed by 
Dean W. Mitchell, manager of Iowa 
Life “The Management’ Training 
Scene” will be handled by Thomas 
Luck, director of management educa- 
tion of American College, and Charles 
K. Reid II, associate director of com- 
pany relations of LIAMA. Robert B. 
Proctor, superintendent of agencies of 
Connecticut Mutual, will speak on 
“Programming vs Program Selling.” 

Workshops also will be conducted in 
the afternoon. Supervising agencies 
through agency visits will be moder- 
ated by J. D. Anderson, agency vice- 
president of Guarantee Mutual. 
Kenneth Mullins, vice-president of 
Washington National, will handle a 
workshop on agent financing. The 
agency development program will be 
discussed in a workshop moderated by 
Charles H. Heyl, vice-president and 
director of agencies of Bankers Life 
of Nebraska. 

“A return on Your Investment” will 
be discussed by M. K. Kenny, assistant 
general manager and director of agen- 
cies of Excelsior Life, at the March 
19 morning session. 

A symposium on how companies are 
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using specific research tools and serv- 
ices of LIAMA will follow. Partici- 
pants will be James E. Scholefied, 
vice-president and director of agen- 
cies of North American Life & Cas- 
ualty; Hal D. Wallace, superintendent 
of agencies of Monarch Life of Winni- 
peg; Richard N. Lewis, vice-president 
and agency director of Great National; 
Vincent L. Rocereto, vice-president 
and agency director of American 
Home, and Stanley W. Cole, vice-presi- 
dent and director of agencies of Gov- 
ernment Personnel. 

Frederic M. Peirce, LIAMA’s man- 
aging director, will deliver the closing 
address. 


Shenandoah Introduces 
2-Policy Family Plan 

Shenandoah Life has introduced a 
family plan, known as the “family 
guardian,” which features permanent 
life insurance on both parents. 

The package consists of two pol- 
icies issued concurrently. The basic 
policy, usually issued on the father, 
can be any Shenandoah policy except 
5, 10, or 15-year term. The family 
policy is 30-pay life on insured, usu- 
ally the mother, with term on the 
children to age 25. In families where 
one parent is uninsurable or in fam- 
ilies with only one parent, the plan 
is issued with both the basic policy 
and the family policy on the one par- 
ent. 

The minimum unit, consisting of 
$1,000 permanent insurance on in- 
sured and $1,000 term on all present 
and future children, is issued for each 
$4,000 basic plan. Amounts issued are 
$1,000 to $3,000 in multiples of $500. 
Shenandoah policyholders are given 
credit for existing insurance in pre- 
mium paying force. If the existing 
insurance is $2,000 or more on any 
permanent plan, a $1,000 family pol- 
icy may be issued, subject to concur- 
rent issue of $2,000 basic plan. An 
additional $1,000, $1,500 or $2,000 
family policy may be issued subject 
to concurrent issue of an additional 
$4,000, $6,000, and $8,000, respectively, 
basic plan. 

Waiver of premiums may be added 
to the plan to cover an entire family 
in event of death or disability of the 
payer. Double indemnity benefits are 
also available on children as well as 
the parent insured, usually the moth- 
er. All modes of premium payment 
may be used, including Shenandoah’s 
automatic check plan. 

Approximately 550 agents of Occi- 
dental Life of California have quali- 
fied for the company’s three sales con- 
ventions scheduled in March at Miami 
Beach, Chicago and Coronado, Cal. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 







Loyat Protective Lire INSURANCE COMPANY 


BOSTON 





qualified General Agents in selected areas. 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 


e 


15, MASSACHUSETTS l 


Tidelands In Force 
Reaches $32,984,087 


Life insurance in force of Tidelands 
Life of Bunkie, La., last year rose to 
$32,984,087, up $19,970,352, all on an 
individual basis. 

Premium income amounted to $1,- 
101,667, up $662,630. Assets reached 
$1,386,937, up $117,904. Reserves came 
to $483,819, up $387,401. The company, 
founded in 1956, has done all its busi- 
ness in Louisiana. It will expand in- 
to three more states this year. 


Wells, Otiers Poem New 


Indiana Life Company 


Harry Wells, former Indiana. com- 
missioner who resigned to become 
president of American Travelers’ Life, 
Indianapolis, is one of the principals 
in the formation of a new life com- 
pany in the city. The company, to be 
known as Hamilton National Life, 
plans to file with the secretary of 
state soon. Mr. Wells resigned as pres- 
ident of American Travelers in Jan- 
uary and was succeeded by Roy Foan, 
formerly with Old Colony Life, Lynch- 
burg, Va. 
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Life Of Va. ‘57 Sales 
Were $306,558,252 


Ordinary and weekly premium sales 
of Life of Virginia last year totaled 
$306,558,252. Insurance in force rose 
to $2,202,815,037, uo $112,443,144. 

Premium income totaled $60,835,937 
up $2,127,235, while income from all 
sources was $77,200,634. Payments and 
credits to policyholders and benefic- 
iaries amounted to $53,016,726. 

Assets increased by $26,686,034 and 
contingency reserves were increased 
by $2,014,356. New investments and 
re-investments totaled $46,747,997. 


Springfield (Ill.) Agents To 
Underwrite Cancer Crusade 

Springfield Assn. of Life Under- 
writers has adopted as its 1958 public 
service program the April cancer cru- 
sade of the American Cancer Society. 
About 100 members of the group will 
work closely with the Sangamon coun- 
ty chapter of the cancer society in can- 
cer education and fund-raising cam- 
paigns. Edward F. Kunzweiler, presi- 
dent of the association, said that the 
plan has been registered with Institute 
of Life Insurance. 














—for men with 


American Travelers’ Life offers 
a unique opportunity to move 
ahead quickly in the insurance sell- 
ing profession . . . with rewards 
which justify your greatest efforts. 


Prestige; American Trav- 
elers’ is backed by a depth of expe- 
rience in life underwriting—is 
founded on some sound “‘old-fash- 
ioned” ideals—is a company you'll 
take pride in representing! 


, 


1512 NORTH DELAWARE STREET 








ambition... gomg places! 


Profits; American Travel- 
ers’ Life Insurance is a salable prod- 
uct! Every American Travelers’ 
policy is full of " you attitude” ben- 
efits which help you sell more... 
profit more.! 


Progress, is a way of 
life at American Travelers’. All of 
our efforts, planning and strategy 
are fixed on a point in infinity... 
a point we can reach only through 
Progress! 


American Travelers’—a company you can go with—a company you can grow with! 


For details write Roy A. Foan, President 





e INDIANAPOLIS 2, INDIANA 
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FeNATIONAL UNDERWRITER 


WANT ADS 








Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 











HOME OFFICE AGENCY DIRECTOR 


Connecticut-domiciled, modern and progressive legal reserve fraternal 
life insurance company, established in 1892 and operating in eight 
states with a growing agency force, has an opening for the top position 
in its agency department. Excellent and unlimited opportunity for a man 


benefits. 


Chicago 4, Illinois. 


with ability, vision, and know-how—one experience 
veloping, and directing a sales force who can work with a complete, 
up-to-date, and competitive portfolio of life policies and non-can 
A&S plans for the individual or the family. 

Men not over 50 years old have provable accomplishment in life in- 
surance selling and agency organization, preferably with some Home 
Office background, are invited to apply for this "once-in-a-lifetime” 
opportunity to establish a secure, permanent and profitable future. We 
offer the right man a very substantial guaranteed salary, a most liberal 
bonus arrangement, full expense reimbursement, and other valuable 


in organizing, de- 


All replies will be held in strict confidence and selected applicants will 
be interviewed. Write stating complete background and qualification 
to Box Z-27, The National Underwriter Co., 175 W. Jackson Blvd., 








WANTED 
ASSISTANT EDITOR 
FOR THE NATIONAL UNDERWRITER 


The National Underwriter needs an assistant editor at its New York 
office. Insurance knowledge would be helpful but is not essential. The 
man we are looking for must be willing and able to take a real interest 
in the insurance business and its problems. He must be able to write inter- 
estingly and get things straight. And he must be promotable. 

Letter of application should be at least several hundred words, to let us 
judge writing style. It should tell age, experience, education, marital 
status, why the applicant thinks he would like this kind of work, why he 
believes he could handle the job and what he would need as a starting 
salary. Write: Robert B. Mitchell, Executive Editor, The National Under- 
writer Co., Life Insurance Edition, 17 John Street, New York 38, New 


York. 








2. Married, between ages 28-40; 


W. Jackson Blvd., Chicago 4, Ill. 


AGENCY MANAGER 


One of the nation's oldest and largest life insurance as op 
several major cities throughout the United States for men who are qualified to 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building large agencies. The requirements are: 

'. Successful experience in agency field management; 





. gs in 


s 


3. College education (or, evidence of its equivalent in the form of CLU Train- 
ing or other professional education). 

The position carries with it a substantial starting salary, depending upon qualifica- 

tions. Supervisory assistance is provided at Company expense. In addition, there 

is an expense account and exceptional pension and group insurance benefits. All 

of our Field Management personnel know of this ad. For a personal interview, 

write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175 


Labor Leaders State 
Goals For Blue Cross 


To stop Blue Cross rate increases, 


have employers pay the full premium, 
an Indiana labor leader has suggested. 
“Full payment of insurance premiums 
by the company is part of our current 


negotiation,” Harry Altmeyer, acting 
president of United Auto Workers 
AFL-CIO at the Allison, Ind., division 
of General Motors, revealed in a news- 
paper interview. 
full premiums, their influence will 
keep the costs down.” 

James Robb, district director of 
United Steel Workers said in the same 
article that his union is negotiating 
to have companies pay Blue Cross 
premiums on retired persons as well 
as all the premium on workers. Amer- 
ican Can and Continental Can already 
pay the full cost, he reported. 

Jacob Roberts, president of AFL 
central labor union predicted that “if 
the cost of medical care becomes pro- 
hibitive, the government will step in 
with a government health and welfare 
plan. That’s the purpose of govern- 
ment, to serve the people when private 
industry cannot do the job.” 


Dominion Life ‘57 Sales 
Hit $100 Million Mark 


Dominion Life of Canada passed the 
$100 million mark of new business in 
1957. New sales increased 20% over 
1956. New group life business ex- 
ceeded $13 million, 


insurance in force at year end was 
$778,762,080, an increase of $469,706,- 
671. 

Assets were up $9.3 million for a to- 
tal of $165,248,638. The 1956 net in- 


crease rate of 4.51%—.11% above the 


1956 rate—showed the steady im- 
provement since the 1947 low of 3.34%. 

Living policyholders and annuitants 
received $8.25 million, 68% of the to- 
tal benefit payments. Almost $8 mil- 
lion was added to policyholders’ re- 
serves and $1.8 million was provided 
for 1958 dividend payments. 

A ten-for-one stock split, previously 
approved by the board, was confirmed 
by stockholders at the annual meeting. 











MANAGEMENT OPPORTUNITY 
IN OHIO 


Progressive Mid-Western Company writing 
individual Life, Accident and Sickness of- 
fers an excellent opportunity in field man- 
agement. Attractive salary and produc- 
tion bonus. Write giving age, education, 
experience and salary expected. Replies 
confidential. Box Z-41, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








i 


ASSOCIATE ACTUARY OR ACTUARIAL STUDENT 


A challenging opportunity for ambitious, capa- 
ble, young man with actuarial experience to aid 
in increasing effectiveness of Life Department. 
Job will appeal to man with vision and ability 
to meet the challenge of a rapidly expanding 
Life and A&H company located in California 
with opportunity for company 9g t. Re- 
plies confidential. Write Box Z-46, c/o The Na- 








tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


GROUP SALES OPPORTUNITY 
New England Area 

Progressive company expanding in group life, 
and group accident & sickness field, has excel- 
lent opportunity (as Home Office Representative) 
for a man with at least 2 years' experience in 
group sales and service. Ideal for man seeking 
per t ig t in New England area. 
Send detailed résumé in first letter, giving quali- 
fications, experience, and salary requirements. 
Write Box Z-48, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








AGENCY SUPERVISOR WANTED 


Progressive, 13 year old Alabama life in- 
surance company wants an aggressive, ex- 
perienced supervisor. A real opportunity 
for right man with proven ability. The posi- 
tion offers a good starting salary and an 
excellent opportunity for advancement. 


In replying, please state age, experience 
and qualifications. Our employees know of 
this Adv. All replies will be treated in strict 
confidence. Write Box Y-73, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





“If we succeed in 
getting the corporations to pay the 


increasing from 
$5.6 million, and bringing total group 
in force to $48 million—up 43%. Total 


March 8, 1959 


St. Louis ‘Men Of 
Year’ Hear Rutherford 


Leading life producers of St. Louis 
were given a 4-point formula for Sell- 
ing more by James E. Rutherford 
vice-president in charge of Pruden- 
tial’s Chicago regional home Office, at 
the ‘Man of the Year’ award dinner 
at Park Plaza hotel. The dinner, which 
drew 51 top agents, was sponsored by 
St. Louis General Agents & Managers 
Assn., headed by Leonard R. Woods 
Massachusetts Mutual. j 

The four points which Mr. Ruth- 
erford suggested in implementing a 
successful sales plan were: 

1. Analyze the needs of the prospect 
in terms of how life insurance coylq 
solve them. 

2. Organize the presentation so as to 
give the prospect all of the essentia] 
facts briefly and convincingly. 

3. Effectively use available sales 
aids to help the prospect clearly vis- 
ualize the advantage of the life pro- 
gram you are offering. 

4. Demonstrate just how the prospect 
will personally benefit from the pro- 
gram in addition to protecting his loved 
ones. 

Mr. Woods reminded the agents that 
St. Louis had a 134% gain in new life 
sales in 1957, leading all major cities 
in the U. S., and he predicted that 
1958 will be even better. 

Attendance at the dinner was lim- 
ited to two from one agency or branch 
office, and producers were required to 
have at least $500,000 of paid for or- 
dinary in 1957, or $10,000 of paid life 
premiums. 


AALU Endorses Jenkins-Keogh 
Bill With Two Proposed Changes 

Assn. of Advanced Life Under- 
writers has endorsed the Jenkins- 
Keogh bill but has suggested these 
changes: 

Instead of spelling out the $5,000 
annual maximum exclusion, substitute 
a limitation on the maximum retire- 
ment at age 65 insurance which people 
night purchase; and expand the bill 
to take in employed persons not cover- 
ed by regular qualified pension plans 
or, if covered by a meagre plan, allow 
them to purchase the difference be- 
tween the monthly retirement limit- 
ations of the bill and their present 
employed retirement plan. 

The Jenkins-Keogh bill would en- 
able self employed persons to purchase 
qualified retirement life insurance, en- 
dowment or annuities or join a bank- 
trusteed plan in such a way that their 
premiums or other charges may be de- 
ductible from gross income tax up to 
a maximum of $5,000 per year or 10% 
of self employment income, whichever 
is lesser. 





AVAILABLE 

A&H UNDERWRITER 
Young man, well experienced in the A&H and 
Hospitalization Field as Special Agent, Under- 
writer and Dept. Head on individual, Group 
and Non-Can business desires to make an ad- 
vancement change. Willing to relocate. Write 
Box Z-51, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 























INSURANCE ADVISOR 

Life company in New York, the leader in its 
field requires an insurance advisor for its spe- 
cialized clientele. College graduate, prefer 28 
to 35 yrs. of age. Exp. in the marketing of group 
medical expense coverages. we ay | to $10,000 
based on experience. Opportunity for advance- 
ment. Excellent staff benefits. Box 605, 1501 
Broadway, New York, New York. 





Major midwest company seeks experienced pension trust 
specialist capable of training agents, and preparing fully 
insured or combination presentations for actual cases. Key 
home office position, good salary for selected applicant. 
Excellent Home Office environment. Write Box Z-44, c/o 
The National Underwriter Co., 175 W. Jackson Blvd., 


Chicago 4, Ill. 
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Set New Limits On 
Admissible Assets 


AUSTIN—The Texas department, 
gamed with an opinion from the at- 
»rney general, will apply new limits 
sn various admissible assets in the 
course of relicensing all companies 
‘or 1958, according to a recent state- 
ment by Commissioner William A. 
Harrison. 

The revised opinion of Attorney 
General Wilson sets forth eight points, 
even applying to life and one to cas- 
yalty companies. Generally they pres- 
cribe ratios for admissability of hold- 
ings in mortgages, stocks or notes of 
other corporations or public utilities 
and home office buildings, and require 
the companies to dispose of the ex- 
ess over the amounts admitted. Com- 
missioner Harrison said the new opin- 
ion would make the industry “a little 
more sound.” 

The Texas department, under terms 
of the new regulations, has “sufficient 
discretion to extend the time limit for 
disposal or adjustment of an improper 
investment so as to prevent, or min- 
imize, the injury which might attend 
an immediate or untimely disposition 
or adjustment” of the holdings. 


Limits Mortgage Loans 


One of the major provisions limits 
first mortgage loans to 71.4% of total 
value of real estate, and will affect 
several companies. Three provisions 
deal with investments in home offices, 
generally limiting the total value to 
one-third of admitted assets. Other 
limitations for life companies are: No 
more than 10% of capital, surplus and 
reserves in any one corporation; not 
more than 5% of admitted assets in 
debentures of public utility corpora- 
tions; and complete disposal of stock 
or notes of a corporation in existence 
for less than five years. 


Henry Heinly Named V-P 


Of Colo. Insurance Group 
Henry A. Heinly has been appointed 
vice-president of the companies in 
Colorado Insur- 
ance group, Allied 
Colorado  Enter- 
prises and Boulder 
Acceptance Corp. 
He will coordinate 
public _—relations, 
publicity and ad- 
vertising. The 
companies are the 
principal ones in 
the insurance and 
financial organ- 
ization headed by 
Allen J. Leffer- 
dink. 
Mr. Heinly was assistant executive 
secretary of National Society for Medi- 
cal Research before joining Colorado 
Credit Life in 1952. For five years he 
has been resident vice-president in 
charge of the Indiana territory. 
Dan W. Swan has been appointed 
Tesident vice-president in Indiana 
succeeding Mr. Heinly. He will have 
headquarters in Indianapolis. Mr. Swan 
has been associated with Mr. Heinly 
in the Indiana field for about a year. 





Henry Heinly 


Rogan Sets Hearing 
On Credit Life, A&S 


Commissioner Rogan of Wisconsin 
has scheduled a_ public hearing at 
adison, March 31, on rules listing 
Minimum standards and requirements 
for credit life and credit A&S as es- 
blished under a law passed by the 
ast session of the state legislature. 
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Citizens companies of New York 
City. have installed a bronze clock with 
a white face six feet in diameter on the 
third floor level of their home office 
building at Nassau street and Maiden 
lane. The clock can be seen from as far 
west as Broadway and as far south as 
Cedar street. 


First 30 Seconds Of 
Sales Talk Are Precious 


The first 30 seconds of the sales 
presentation determine the result of 
the interview, S. L. Horman, vice- 
president and agency director of Time 
of Milwaukee, told members of Chica- 
go A&H Assn. at their February meet- 
ing. 

Describing ways to get the most of 
these precious 30 seconds, Mr. Hor- 
man said the agent must capture his 
prospect’s undivided attention. This he 
can do by starting off with a chal- 
lenging question or statement. He said 
the agent must get quickly to the 
point and forget about such introduc- 
tory conversation trivia as the weather 
and ball scores. The agent must aim 
at his prospect’s self-interest. He must 
point out the demonstrable difference 
between his product and others on 
the market. After demonstrating his 
product, he must clarify what he had 
been trying to get across. Then he 
must prove his product by showing 
cases in which A&S is at work, paying 
a disabled policyholder and enabling 
him to survive. The entire presenta- 
tion requires a polished continuity 
throughout, he said. 

“You have every right to assume he 
is going to buy if you have done all 
these things,” Mr. Horman declared. 

“Selling is America’s most typical 
institution,” he said. “We should be 
proud ...of being a_ professional 
salesman.” The agent’s technical com- 
petence and his attitude toward his 
business make the difference between 
success and failure, he concluded. 


Equitable Society Sets 


Recruiting Conferences 


Equitable Society is holding man- 
agerial conferences on _ recruiting 
March 3-7, 9-13 and 16-20 at Asbury 
Park, N. J. Similar meetings will be 
held later in other sections of the 
country. 

Consultants to the conferences are 
Vice-president Clarence B. Metzger; 
Ralph M. Thykeson, 2nd vice-presi- 
dent; Howard E. O’Malley, superinten- 
dent of agencies, and John E. Hartigan, 
associate director of administration. 
Don A. Gorsline, assistant supervisor 
of management training, will direct 
the March conferences. 


United Of Chicago 
Reports Record Gains 


Record sales of $127,523,713 during 
1957 boosted insurance in force of 
United of Chicago to $645,036,970. 

Total income during the year 
reached $68,663,782, which was $8,- 
016,024 more than the previous year, 
and one of the largest yearly increas- 
es in the company’s history. Invest- 
ment income was up 25% over 1956 for 
a total of $580,000. 


Assets Increase $23,811,869 


Assets amounted to $90,096,637, an 
increase of $23,811,869 over the pre- 
vious year. Payments to policyholders 
and beneficiaries in 1957 were $19,- 
969,644. The company reported net 
gains of $3,459,151 for an average of 
$2.77 per share of stock. 


Municipal Ins. Co. Issuing 
50,000 New Shares Of Stock 


Municipal Ins. Co. of America, Chi- 
cago, is issuing 50,000 new shares of 
stock to finance a planned program of 
expansion. According to a company 
release, the issue has been approved 
by the Illinois insurance department 
and will sell for $6.50 per share with 
a par value of $1. 


Can Buy One Share For 10 Owned 


Announcement of the issue was first 
made to Municipal stockholders to give 
them a pre-public sale opportunity to 
purchase one share for each 10 shares 
owned. The entire issue is to be sold 
exclusively to residents of Illinois and 
will make the aggregate number of 
shares 270,000. 

Founded in 1937 as a mutual, in 1954 
Municipal changed to a stock legal re- 
serve life company. 
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Lite Medical Research 
Fund Reelects Shanks 


Carrol M. Shanks, president of Pru- 
dential, has been reélected chairman 
of Life Insurance Medical Research 
Fund. 

Also reelected were Paul F. Clark, 
chairman of John Hancock, vice-chair- 
man, Joseph J. Murtha, assistant treas- 
urer of Aetna Life, treasurer, and 
James M. Brown, Aetna Life, assistant 
treasurer. The office of secretary will 
be filled at a later date. 

Added to the board were Edwin W. 
Craig, chairman of National Life & 
Accident, Rolland E. Irish, president 
of Union Mutual, and Chester O. Sul- 
livan, president of Midland Mutual. 


S. C. Bars Insurers From 
Settling Death Claims In 


Merchandise Or Services 


Under a bill passed by the South 
Carolina legislature and forwarded to 
Gov. Timmerman, for his signature, 
insurers are prohibited from settling 
death claims made under policies 
written in that state with merchan- 
dise or services. : 

First introduced at the 1958 session 
of the legislature, the measure applies 
to all life, endowment, A&S or hos- 
pitalization policies. As a _ penalty 
against any insurer violating the pro- 
hibition, the measure allows a policy- 
holder or legal representative of a 
beneficiary to collect, through lawsuit, 
10 times the amount of the policy. 

The measure also provides that of- 
ficers or agents of the violating com- 
pany will be guilty of a misdemeanor, 
conviction of which will carry a max- 
imum fine of $1,000 or one year’s im- 
prisonment. 





Seeks Amendment Barring Bank-Loan Deduction 


(CONTINUED FROM PAGE 1) 


interest deduction is to have any 
meaning whatsoever it should be avail- 
able with respect to loans used to ac- 
quire life insurance protection for the 
same reason that it permits deductions 
on loans used to finance home pur- 
chases. He pointed out that the entire 
history of the interest deduction for 
personal borrowings makes no distinc- 
tion as to the use to which the borrow- 
ed funds are put, even the most fri- 
volous. 

As for the so-called “inside build- 
up” that the Treasury is concerned 
about as being free of tax, Mr. Edel- 
stein denied any avoidance of tax, 
since the life companies are taxed on 
their incomes, while in addition, all 
policyholders, whether the premiums 
are financed or paid outright, receive 
whatever benefits accrue to the policy- 
holder. 

Mr. Edelstein said that if the Treas- 
ury is concerned about tax-free build- 
up in life policies, this question should 
be considered by the committee when 
it takes up the matter of taxing the 
life companies themselves. It is no 
solution, he said, to seek to solve the 
life company tax problem by discrim- 
inating against policyholders—“partic- 
ularly those who cannot afford to pur- 
chase outright permanent insurance in 
the first instance.” 

Mr. Edelstein said that under Treas- 
ury’s proposed plan—“the precise lan- 
guage of which has never been made 
public’—line would be drawn be- 
tween borrowings on insurance policies 
made supposedly in the ordinary 
course of events and loans made open- 
ly to acquire insurance protection. This 
line is too fine to be administratively 
workable, he said. It would mean that 


the wealthy taxpayer can borrow in- 
dependently from his bank against 
stocks or other collateral and use these 
same funds to buy life insurance. 
Tracing such loans will foster further 
abuses of the tax laws and actually 
promote devious schemes, said Mr. 
Edelstein, adding, “if anything, Con- 
gress should encourage the acquisition 
of life insurance by any means, includ- 
ing by borrowing or investment of cap- 
ital.” 

Testifying at an earlier hearing, Dan 
Throop Smith, deputy to the Secretary 
of the Treasury, reiterated the previ- 
ous Treasury position that loan-fi- 
nanced life insurance is analogous to 
buying tax-free municipal bonds with 
borrowed money—in which situation 
the interest deduction on the borrow- 
ings is disallowed by law. He said 
loan-financed life insurance is based 
“on the idea of permitting the policy- 
holder to deduct interest on borrowed 
funds while there was a simultaneous 
tax-free build-up of earnings on re- 
serves behind the policy.” 

Mr. Smith declared that the Treas- 
ury’s proposal for disallowing interest 
“would have no effect whatsoever on 
the status of life insurance policies as 
a basis for loans from any source. The 
value of life insurance policies as col- 
lateral would not be modified in any 
way, nor would there be any conse- 
quences for the policyholder who bor- 
rows on his insurance policy in the 
ordinary course of events to meet such 
particular needs. All that is proposed 
is a denial of the interest deduction 
to the purchaser of a policy who buys 
it under a plan to have it carried 
largely by special loans made for the 
purpose.” 
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LIFE 
é = COMPANY OF AMERICA 


Massachusetts 


L 
DETAILS ABOUT Y Name 


PLAN 


Each Family Plan Unit Covers: 


FATHER ~—— $5,000 
MOTHER —— $1,250 (same age as father ) 


EACH CHILD — $1,000* (under age 18 and over 
14 days old) 


Plan Available in 1, 112, 2, 24 and 3 units 


Riders on Basic Policy 


Family Income available at issue for 10, 15, 
20, 25 years or to age 65 


Supplemental Level Term available at issue 
for 10, 15, 20 years or to age 65 


*$250 to age 6 months 


ADDITIONAL FEATURES: 


e Premiums waived on disability of father 


e Term insurance on mother and children paid- 
up on death of father 


e Additional insurance on father and mother for 
accidental death 


e Annual dividends ... cash values . . . conver- 
sion privileges for both mother and children 


S MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 
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